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The largest single source 
for factory fabricated Rustic 
and Dimensional wood fence 


in the country! 


Sell your customers the fence they want, in the style they want — and undersell 


“built-on-the-job” installations! Habitant gives you 12 popular rustic styles, 12 
distinctive new dimensional styles and 8 new dimensional gates. Factory fabri- 
cated in rigid metal jigs to insure perfect fit, alignment and uniformity of the 
panels. Delivered assembled, ready for easy installation. Backed up by Habitant’s 
reputation — for over 40 years America’s most respected name in wood fence- 

No Inventory — No Investment: It's easy to be a Habitant dealer. 


Write for details on the handsome, fast-selling Habitant line 
and for new folders, brochures, specifications and price lists. 


HABITANT FENCE, INC., BAY CITY 23, MICH. 


Or Circle BUYERS SERVICE CARD No. 10 


Post & Rail Re ‘Crown Top Gate 
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...we have reserved a copy for you! 


New Capitol Fence Catalog 


LOW COST-HIGH QUALITY 
CHAIN LINK FENCE SUPPLIES 


This profit building catalog gives the 
prone sens line of Capitol's Chain Link 
Fence Supplies. A very definite help 
in ordering . . . helps you avoid incom- 
plete inventories and shortages. At- 
tractively presented . . . concisely pack- 
aged ... and a complete picture guide. 


BREE COPY 


Write today for this Profit-Maker! oe 
| | MANUFACTURERS AND DISTRIBUTORS 
FULLY ILLUSTRATED WITH PRICES! P. 0. BOX 1451 COLUMBUS, GEORGIA 


Or Circle BUYERS SERVICE CARD No. 26 
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PRORES NON RR ON AERTS DE NS 


‘For stng rable FENCE POSTS and GATES... 


WHEATLAN 
light-weight, butt-welded 


STRUCTURAL 
FENCE PIPE 


SDMA ie, GLE a i ae BR i 9 SG A LESS: 


Black or Hot-dipped Galvanized 
1",1%4",1¥%", 2” ¢ Plain Ends 
Random or Cut Lengths 


For further information, contact your distributor or q 


WHEATLAND TUBE CO. | 


Bankers Securities Bidg., Phila. 7, Pa. 
Mills: Wheatland, Pa. * Delair, N.J. 


" Or Circle BUYERS SERVICE CARD No. 46 
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The Journal of all Fencing and Erecting 
CONTENTS 


FEATURES 


Charcoal and White Swimming Pool Screen Cover 
Photo courtesy Western Pine Association—Paneling is used in 
this swimming pool screen. Painted charcoal and white, in alter- 
nating panels on two depths. 


Inside Story On “Red Brand” Fence 
Disadvantage Of Increasing Costs 
Sunset Proves A Point 

Key To Bachle’s Success 


Harry Spooner 13 
Roger M. Blough 15 
Paul B. Harder 16 
E.G. Wade 24 


METHODS 
Fence Bamboo In Georgia 14 
Shelters For New York Piers 20 
Order Out Of Chaos In California Paul B. Harder 26 
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Vill Think It Over Ted Pollock 18 
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Fence Ordinance Requirements 27 
DEPARTMENTS 
Editorial 2 
Washington Report—Trends Larston D. Farrar 4 
Letters To The Editor 10 
Information—News Notices Of Importance 28 
News Items and Classified Notices 29 
Awards-Projects-Proposals 30 
Changed Your Address Lately? 31 
News Items and Projects (Continued) 32 
NOTICE! 


The next issue of Fence Industry will be off the presses by 
Aug. 10th. Closing date for all advertising and editorial mat- 
ter is July 8, 1959. Omissions or errors appearing as a result 
of receipt of late copy cannot be construed as the fault of 
the publishers, nor can proofs be furnished on late copy sub- 
ject to revisions or corrections. 
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TO BE or NOT TO BE! 


EDITORIAL 


This is the first anniversary of Fence Industry and_ as 
we take inventory of our accomplishments we realize that 
we have a big job ahead of us in order to earn the con- 
fidence and support of the entire industry. True enough! 
There are a few die-hards in the field who have erected 
stumbling blocks in our path of progress but they too 
grudingly admit that Fence Industry is needed by the trade, 
yet their actions indicate a desire for us to quietly fold our 
tents and fade away. 

We regret that we cannot at this time accommodate those 
glorified office boys who call the shots for their firms in 
plush offices and overstuffed chairs because of some mis- 
taken notions that F1 may be harmful to them. This is just 
another way of saying “competition is bad and we want to 
keep the trade ignorant of happenings in the field.” One 
learned gentleman with a very large concern active in this 
field told this writer that “he knew everything there was to 
be known about the fence business and he couldn’t see any 
reason for our publication.” 

Fortunately, for each single case of this nature we have 
500 people who take the opposite tack. Calls and letters 
from every part of the country have one thing in common, 
satisfaction with our efforts, praise for the content and 
good wishes for future success. Unfortunately, a few rotten 
apples in the barrel will spoil the rest. It is our intention to 
cull these and to trim them back to a healthy sound way of 
thinking. 

We do not expect full agreement nor acceptance of our 
editorial policy nor even support from all in the field 
however we can see no reasons for the motives which 
activate some people in this industry who have with full 
knowledge rt intent set out to bring about the demise 
of this publication. 

Fortunately, there are many hardy souls in our field 
who do not believe that pertinent business information 
should be available to the lon, and they realize that well 
informed businessmen makes for a healthier industry in 
which to ply their trade. 

It is this editor’s thinking that what is needed most in 
our field is a national trade association made up of all 
facets of the industry. This would give us all an opportunity 
to meet at conventions, to discuss our mutual problems and 
foremost, to get to know each other as decent human beings 
who desire progress in all of our activities. 

Should the editor of Fence Industry receive sufficient 
encouragement from the field which would justify the ef- 
forts not to mention the costs involved to start a national 
trade association, depend upon it that he will get the 
ball rolling promptly. Your comments pro or con will be 
welcomed and kept off the record if requested. With a 
national association this industry can tackle its problems 
and thereby promote the welfare of the industry in its 
entirety. 

Although the fence business has been looked upon as a 
sort of dog in the manger by the construction field we 
believe that F1 is correcting this attitude and creating a 
modicum of respect for the industry. We also realize that 
our publication lends support to the efforts of those active 
in the field by publicizing their activities. We have not 
only created a semblance of pride but a desire to develop 
better products and workmanship since the inception of F1. 
It is a matter of belonging! It hasn’t been easy! 

Now that we have passed our first milestone we do not 
look back with any regrets. What we do seek is the complete 
and undivided support of the industry so that we can render 
more services to our readers during the years to come. We 
really want to do an outstanding job of publishing that will 
surpass anything now being offered in any other industry. 
We can do it only if you lend your support . . . if you like 
what we are doing impress your suppliers with the fact. 
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Farley Fences mean profits! Only Farley Fences offer 
the largest and most complete selection of styles at 
such customer-pleasing prices! Rustic and dimensional type 
fences in Michigan White Cedar and California Redwood — 
including Picket and Stockade styles, Hurdle, Post and Rail, 
Bark Stockade, Wire-Woven, Basketweave, and many other 
types. 


There are a limited number of dealerships available to those who qualify. 
Write immediately for details. 
Or Circle BUYERS SERVICE CARD No. 45 


aR ee ee ee 


HEAVY WALL LOAD BEARING 
1” SQUARE STEEL TUBING 

UY PORCH COLUMNS 

at NEW LOW PRICES 


Oo =" 


ox KY 2 e STRETCHES 
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‘ y D j Jobber Inquiries Invited 
ae oe 
7” ' * positioned in taut clamping 
Order your PULJAK today alignment. Reduces labor cost. 


or write for new descriptive Wt. 9 Ibs.; Lifts, Pulls to 24”. 
catalog sheet. Money back guarantee. 
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No.50 No.60 No.70 No. 50 No. 60 No. 70 


IMMEDIATE DELIVERY FROM WAREHOUSE 
F. 0. B. CHARLESTON, S. C. 

ADJUSTABLE: 8’ CAN BE CUT DOWN TO 6’8”—9” WIDE 

Unconditional Guarantee by America’s largest mfgr. of Porch 

Columns. If not satisfied, we will pay freight both ways. 


ENGINEERING PHONE RA 3-6232 
ALC COMPANY Ptateeron’'s. “ 


DO 


Or Circle BUYERS SERVICE CARD No. 33 Or Circle BUYERS SERVICE CARD No. 47 
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WASHINGTON REPORT .. . by Larston D. Farrar, apices D. C. 


building and _ repair—in the news that new = ae housing starts declined to 134,000 
in May, from 137,000 in April. 

The Bureau of Labor Statistics, which measures such starts, pointed out that 
the May total was 24 per cent over that of May, 1958. However, it will be recalled 
that May, 1959 was the very lowest point of the recession then plaguing the 
economy. 

A downturn in May—when usually there is an upturn—indicates the effects of 
"tight money" on the gathering prosperity. It indicates, many economists feel, that 
the Federal Reserve Board raised interest rates too swiftly, after the '58 downturn, 
and that money is too tight to allow the economy to grow as it should. 

-0-0-0- 

CONGRESS has been debating this subject of money (and credit, which is the same 
thing, expressed in different terms) all over the lot. 

The Republican White House wants to lift the 4-1/4 per cent lid on interest 
rates which the Treasury legally can pay. It also wants to raise the debt ceiling to 
$295 billion on a "temporary" basis and to $288 billion on a permanent basis. 
Congress will go along with the rise in the national debt limit, but it may not go 
along with the Treasury's demand for permission to pay higher interest rates. 

Many Democrats (and economists who are non-partisan) have insisted that raising 
the interest rates caused the 1958 downturn. They insist that if interest rates 
rise again, and money becomes tighter, it will dampen the fires of prosperity and 
cause another recession. 

-0-0-0- 

However, the WE lee oe Say that with 66 million employed, and perhaps 67 
million to be working by October, there is no chance of a recession. 
~ NO matter what the "big boys" decide about money and credit, Small businessmen, 


including those in in the fence industry, are e becoming more and more “wary y about 
granting credit, and to whom they give a line of credit. 

This is the smart thing to do—check on all credit customers before granting 
credit, in the view of trained observers here. People have been going head over 
heels in debt again, and it may bring a lot of troubles in its wake. 

Consumer debt was viewed with alarm when it passed the $10 billion mark—15 
years ago. When it passed the $20 billion mark, there were others who predicted 
rough times ahead. However, in both those periods, interest rates were held fairly 
low, compared to today, and "disposable income" per family was much higher. 

Now, consumer debt stands well above $40 billion. This does not include open 
charge accounts. People are paying more interest on their mortgages,higher taxes, 
and, most important, they have less "disposable income" in millions of families. 
All of this indicates that the yellow "caution" sign should be heeded—on credit 
matters—if not the red "stop" sign turned on. 

-0=-0-0= 
A good idea of how nae hae credit" is affecting small businessmen m may be obtained 


aS eS eee ae ee Oem ee css eee 


This means that some 30 businessmen queried about a loan for every one who 
actually applied and was granted a loan. Many businessmen, who need credit, query 
and then find out that SBA's requirements are almost as rigid as a commercial 
bank's requirements. An applicant for an SBA loan must have been turned down by two 
commercial banks to be eligible to be considered for credit aid by the agency. 

Business failures this year are running under those of last year, but there 
still are hundreds of thousands of small businesses in a precarious financial 
position, according to economists here. 

However, the emphasis in the talk—at least in the White House—still is on 
"inflation," and "dampening credit." As long as you hear such talk, it is wisest to 
Stay on a completely liguid basis. Continued on Page 6 
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The MODEL 300 Makes Post Hole Digging 
The Simplest Part Of tw Erection . . . 


“Depend on the MODEL 300 on the MODEL 300 <i 


To Dig In = _To Dig In Any Soil Type RO | a ¥ ie | 
7’ \F sis Wisi s. te | 


Auger Sizes: 9’—8”—6"”—4”"—2'2"—1¥2" 
COMPLETE ONE-MAN OPERATION—FOR ANY DIGGING JOB. 
FLEXIBLE-SHAFT DRIVE—FOR FAST EASY OPERATION. 
QUICK CHANGE AUGERS—WITH REPLACABLE BLADES AND POINTS. 
CENTRIFUGAL CLUTCH—WITH FINGER TIP THROTTLE CONTROL. 


4 CYCLE ENGINES EXHAUST FUMES AND NOISE 
CLINTON or BRIGGS-STRATTON for Complete Details See Your Dealer or Write AWAY FROM OPERATOR 


HAYNES MANUFACTURING CO,, LIVINGSTON, TEXAS. 


Or Circle BUYERS SERVICE CARD No. 23 


“THE FASTEST GROWING NAME 
- IN QUALITY FENCING” 
* 


RANCHER'S 


STEEL POST DRIVER 


SOLVES POST DRIVING PROBLEMS 


IT’S NEW! 

IT’S REVOLUTIONARY! 

IT’S EASY TO USE! 

-sar economy — 

3 of time and 

= ony in driving steel 
posts as compared to 

old fashioned weighted 


bor 
—. . tandte. ‘poesn’t 


sleet enough to carry 
= — in roughest 


& Operates y J establishing 
a 


successive 
up-and-down strokes. 


LIGHTWEIGHT! 
EASY TO CARRY! 
SPRING IMPACT 
‘ DRIVES POSTS! 
Two views of driver—Handles are offset to protect hands. 


—WRITE FOR PRICES AND FULL DETAILS— 


CRABB BROS. , | esuacus: 


OLD BULLETIN BLDG., DENISON, IOWA 


GIBRALTAR FENCE COMPANY 
Manufacturers and Distributors 
CHAIN LINK FENCE 
P. O. Box 7785 3003 West 11th St. 
Houston, TEXAS 


Or Circle BUYERS SERVICE CARD No. 32 Or Circle BUYERS SERVICE CARD No. 12 
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WASHINGTON — BUSINESS TRENDS — Continued from Page 4. 


ALTHOUGH there was much talk about a "left-wing congress" at the first of this 
session, the record so far has not indicated that Congressmen plan to start any 
revolutions, in any direction. | | 

Congress so far has shaved the President's budget requests, in most appropria- 
tions (there are a few exceptions), and it has not reported out any of the bills, 
such as hiking the minimum wage, which were feared by many employers. The record so 
far seems to indicate it will be a rather mild Congress, and that by adjournment 
time (July 15 to August 15 enters into the guessing about the adjournment date here) 
it will be seen that Congress was quite conservative in many ways, and perhaps 
every way. 

There have been more rumblings of discontent (in letters) about Congress’ 
"conservative turn," than there have been from the Republican side of the aisle. 

The legislators have had a hard time figuring out what the election returns meant 
last fall, but most of them have concluded that their biggest gains came from small 
businessmen, who just wanted to register a vote against the "ins." 

-0-0-0- 

BUSINESS Briefs: Renovation and repair of homes, by individual owners, is 
running a little ahead of last year, but is not picking up as much speed as was 
anticipated. The average family finds that, in spite of more income, it has less 
money left for wants, as contrasted to needs . . . There will be almost 42 million 
children, from kindergarten to graduate schools, in various institutions of learning 
by this fall, the greatest number in all history. 

Congressmen report they are getting fewer gripes from businessmen this year 
than they did last year, which may explain the slow-down on some legislation 
designed to benefit some small business groups . . . Of the new businesses begun in 
1958, there were twice as many small loan companies (personal finance companies) as 
there were businesses started in any other category, according to the Office of 
Business Economics, U. S. Department of Commerce. 

Representative Wright Patman (D.-Texas), chairman of the House Committee on 
Small Business, has asserted that the average people of the country are paying 
$10 billion more each year in interest payments—on private debts as well as public 
debts—as they had to pay in 1952. This "diversion" of spending, he says, accounts 
forthe failure of the economy to continue growing as fast as the population. 


USE FENCE INDUSTRY 


For Complete Coverage 
To Fence Erectors 


You MUST Be Satisfied! 
PROVE IT TO YOURSELF 


Fence Manufacturers 
Fence Distributors 


The Most BUY DIRECT 
Compact and Try the “IDEAL” 
10 days at our expense. 
Trouble-F ree 
1f you are not 100% satis- 
Auger on the fied, return it for full refund 
Markei! ONLY 
3 h.p. Briggs-Stratton $237.50 


4-cycle Engine 
e COMPLETE—F.O.B. 


THADE NEWS 


56-to-1 Reduction Lynwood, California 
sass We sn 0 8° Ae Gets Results! 
» We Pay Freight ° 
— ee when rt ny check The Kind That Pays off! 
OneYear Guarantee on accompanies the @rder, 
Gear Gon and Gayla In DETROIT: — Harry Siskind — UN 3-3390 
No V-Belts In NEW YORK: Cy Ellison —MU 2-2444 
: Ideal Auger Co.} || in CHICAGO: C. Lee — RA 62119 


Weight w/6" Auger, 58lbs. 
Augers from 4" to 12" 11616 WRIGHT ROAD 
ee LYNWOOD, CALIF. 


Mailed’ on Request Phone: NEvada 6-5420 


BUT HURRY! 
Aug. Issue Closes July 6th 


§ Specifications and Price List 


Or Circle BUYERS SERVICE CARD No. 61 
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The Fittings make the Fence! 


We make the best fittings 
That make the best fences. 


Latches 


Sleeves, Ends, Arms, Caps, Clips, 
Elbows, Rods, Guides. 
Send for our price list 
Fittings Delivered Free on 200-lb. Orders. 


SOUTHERN METAL 


SOUTHERN PRODUCTS 


4444-N. Miro St. 


FENCE FITTINGS [eo Sea 
Veins 8) 


| +X FREE DEMONSTRATOR will be sent without 
obligation to any fence dealer! Just write to us 
today. Specify post and gate size. 


Simple, durable closer for any chain link fence. 
Proven closing premium. Proven fast seller, High 
profits. Lifetime Guarantee. 

Try The Sales Booster Deluxe! 


CASH PRICES 
SOLD AT RETAIL 
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DE LBAI R 
Company 
1125 MARINE, BOULDER, COLORADO 
Or Circle BUYERS SERVICE CARD No. 22 
FENCE INDUSTRY 


RUSTICRAFT 


wee FENCES 


CALIFORNIA RED 
BASKETWEAVE - 


utiful, long-lastin 
Californat # made en entirely of knee free 
t. to 8 = Available from a 


igh, with 
FSF srosny, be racked to fellow coment’ 


i 
ee hla ny) yee rere 


ollow contour 


IMPORTED FRENCH CHESTNUT PICKET FENCE 


A truly distinctive fence for discriminating people. We are the only 
company importing this long-lasting hardwood fence. Each panel 
is branded MADE IN FRANCE. Many installations sold 30 years ago 
are still standing. 
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CEDAR PICKET FENCE ° Year round. 
An all-purpose, long-lasting fence. 
Posts are made of heavy, PENTA 
eae oak for maximum 
strength. Available CLEFT (14” 
between pickets) or CLOSE (pickets 
butted together). 
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NOW You can be serviced with 9zz-Ser equipment 
and post settings regardless of your location 


TRI-SET TOOLS AND EQUIPMENT 
Approx. 
Stock No. ITEM Shipping 
Weights 
73 Ibs. 
can still enjoy this big profit op- 23% Ibs. 
, TS-158-A Earth Auger 1%” x 4” x 3’ (For 1% Line Posts) 7 Ibs. 


; : ac ¢ in- TS-178-A Earth Auger 2” x 4%” x 3’ (For 2” Term Posts) 7% Ibs. 
portunity this season. You can in TS-238-A Earth Auger 2%” x %” x 3’ (For 2%” Term 


If a “Tri-Set” distributor has not 


? ‘ TS-300 Tri-Set Power Post Hole Digger (3 H.P. Clinton 
been appointed in your area you i 


Engine) 
TS-103 Tri-Set Electric Post Hole Drill (1% H.P.— 
250 RPM) 


stall more fences —in less time — TS-158-CB Counterpore 7” Dis. x 3° Deep (For 1% Earth 

and increase your profit. You'll TS-178-CB Counterbore 7” Dia. x 3” Deep (For 1% Earth ne _ 
enjoy big increases in volume too, TS-178-CB Counferbore 7” Dia. x3” Deep (For 2%” Earth 
because “Tri-Set” fence owners ZW-1046 Ratcheng, Box Wrench (14” x %s”) ae $53 
quickly spread the good word 15818 *Tri-Set Post Lock, Nut & Bot, 3 Blades 18, or 

about the speed and cleanliness of 17824 “Tet Set Post Lock, Nat & Bolt, 3 Blades 24”, for 2” ae) 
the installation. OD Term Post, Complete Setting 55 Ibs. box 99 


23824 *Tri-Set Post Lock, Nut & Bolt, 3 Blades 24”, for 
2%” OD Term Post, Complete Setting 57 Ibs. box 1.10 


Note *Tri-Set Post ——- are ane 12 Sets Complete to Each Box. All Prices F.0.B. 
Chicago, Except TS 300—F.0.B. Texas. 


Write — Wire — or Call 


National Fence Products 


4620 W. 54th Street POrtsmouth 7-9292 Chicago 32, Illinois 


Or Circle BUYERS SERVICE CARD No. 15 
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KEY-PIN 


HIGH FINISH @ HEAVY DUTY @ AUTOMATIC LOCKING 


ADJUSTABLE CHAIN 


YOU CAN LOCK IT WITHOUT A LOCK OR A KEY 


Ideal for gates of any 
description through which 
a chain may be passed. You 
can lock it at any _ link. 


WORKS LIKE A PUZZLE 


IT’S NEW! IT SELLS! 


Going like wildfire in 37 states. 
Get on the Key-Pin profit wagon. 
WRITE FOR FREE SAMPLE 
50 AND PRICES ON YOUR 
eq List BUSINESS LETTERHEAD 
Lock it Short—Lock it Long 
A Safety device — It keeps 
children from opening gates. 

1. The chain open 
ready to close. 
2. “Key-Pin” is now 

slipped in place. 
3. Now it’s locked 
firmly-securely. 
AT RIGHT: a farm 
gate locked with 
KEY-PIN—and no 
keys are needed. 


Broski Bros. Fence Co., 
3915 Fuller, Kansas 
City 29, Mo., Distribu- 
tors in Mo., Kas. -» lowa, 
Neb., Minn. 


TEMP-LOCK COMPANY (Mfrs.) 


426 Huffman Ave. Dayton 3, Ohio 


Or Circle BUYERS SERVICE CARD No. 52 


¥* Western ¥* 
RED CEDAR 


WESTERN RED CEDAR split in random width boards 
installed to assure privacy and to blend naturally with 
any landscaping style. “Cedar is self maintaining.” 


ALSO IN STRAIGHT CARS OR MIXED LOADS: 


SPLIT CEDAR PICKETS 


Ya" x 242" Split Cedar Pickets 4’ — 5’ or 6’ 
%” x 2¥2" Split Cedar Pickets 4’ — 5’ or 6’ 


SPLIT RAILS 


and Mortised or Unmortised 


POSTS IN CEDAR 


* For Beauty and Durability a 
You Can‘t Beat Western Red Cedar! 


BUILD CUSTOMER SATISFACTION WITH SAN PASQUAL! 
For Details—Prices and Literature Write 
Or Telephone MUrray 2-2476 


SAN PASQUAL Lumber Co. 


P.O. Box 303 South Pasadena, Calif. 


Or Circle BUYERS SERVICE CARD No. 15 Or Circle BUYERS SERVICE CARD No. 38 
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The following distributors have been appointedto serve you: UMM 
| SPocnon a’ — 16550 Greenfield Road 
ln Detroit 35, Michigan : 
Long Island and Triangle Fence Distributors, Inc. 
Voki wees. 
_ New York State Bronx 59, New York 
: raska and Sits Srest Commneeian 
150-mile radius 315 West “O” St. | 
‘Tes 1 Corn Belt Products 
1802 Ingborg St. | Se 
Ee ecacecsaae ouston, ae ee 
at etek, 
Levis Overland Park (Kansos City] Kansas _ 
Until Rani on appoint additional competent 
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If you are interested in being considered for an exclu- — 
sive distributorship on “Tri-Set” products, write today 
for complete details . 
BY 5 u 
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ARROWSMITH 


ORNAMENTAL GATE HARDWARE 


Arrowsmith’s complete line of gate hard- 
ware provides the ultimate in property 
protection ... features a new idea in 
gate latch-locks. All ornamental hard- 
ware is craftsman-made of heavy gauge 
steel with a new rust-resistant finish, 
and punched to take lag, carriage or 
machine bolts. 


CANE BOLTS 
DELUXE MODEL 


available in antique black 
or cadmium complete with 
all connecting screws; 12”, 
18” and 24”, practically un- 
limited throw. Matches the 
design of all Arrowsmith Or- 
namental Hardware. Packed 
1 set to carton, 20 sets to 
case. 


ECONOMY MODEL 


made in cadmium plate on- 
ly. Complete with guide 
brackets and connecting 
screws; pinch outs on bolt 
hold it in open position. 
Packed 1 set to carton, 20 
sets to case. 


BOLT, HOOK & STRAP—HBH-4008, 6” x 1/2" 
bolt, available in individual cartons with con- 
necting bolts or in 5-pack ae bolts. 


ee 
x 4 


seas ecerees 


_ 
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LATCH- Lock GL-200 
May be slide bolt locked or padlocked . . . for 
single-acting gates, swinging in or out, hinged 


on either left or right post... ornamental pull 
= outside; latching mechanism, always in- 
side 


Available with extension thumb lever for gates 
up to 7” thick. 


Connecting bolts on all hinges have hammered 
heads and washer face to prevent scratching 
during installation. 


OTHER types of hinges available. All models 
constructed of heavyduty, 11-gauge steel. 


FINISH: Antique Black, three-ply, quality baked 
enamel finish over heavy cadmium plate base 
treated with a cronak solution dip. Tests prove 
these finishes offer maximum protection against 
rust. 

Cadmium .. . all items available in cadmium 
finish at less cost than antique black. Prices on 
request. 

FREIGHT: Full freight allowance on orders 500 
Ibs. or more east of the Mississippi river. Bulk 
rates available on request. 


Or Circle BUYERS SERVICE CARD No. 29 
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LETTERS 
= 
Se 


The editors of Fence Industry extend their apologies 
to all those subscribers whose letters do not appear 
in this column this month. Space limitations made it 
impossible to print all of the letters received. — 


If there is a specific problem or hard-to-find prod- 
uct — Send it to the LETTERS EDITOR for publication. 


Expects Complete Vindication 
(See Pg. 28) 
Sirs: 

On behalf of the Long Island Fence 
Association and other defendants in this 
action, I wish to state that all of the 
charges as brought by the U. S. Anti- 
Trust Division of the government have 
been categorically denied. We are quite 
confident that the results of the trial 
will completely vindicate those involved. 
Long Island Fence Association, 

Ned P. Romano, President, Roslyn, N. Y. 


Seeking Sources Of Supply 
Sirs: 

We are interested in a source of sup- 
ply of cedar posts, topped, notched and 
dressed. We will appreciate any aid you 
can give us in this connection. 

H. S. Aaron, General Home Impvt. Co. 
731 Virginia Ave., Indianapolis 3, Ind. 
Sirs: 

We are seeking a source and quotes 
on locust posts-2 hole, and chestnut 
split rails 11/0. Rails sawn to wedge 
point to provide lapping to each post. 
Prices should include delivery costs. 
A. Lipka, Wilmington Sash & Door Co. 
A & French Sts., Wilmington 99, Del. 
Sirs: 

We are seeking a source of supply 
for fence stretchers that are of the chain 
or cable type. 

Stanley Rynkie, Playground Fence Co. 
314 Van Kirk, Philadelphia 20, Pa. 


We have just opened up a whole- 
sale and retail fence display and sales 
yard 5 miles south of Bristol on U. S. 
Highway 11E. Our location is in the 
heart of some 20 subdivisions and mid- 
way between the Raytheon and Sperry 
plants. We plan to furnish and _ install 
fences of all types and for any purpose. 
As we will be needing sources for fence 
materials and supplies of both wood 
and metal we will appreciate hearing 
from or securing information from sup- 
pliers. 

J. M. Minton, Minton Fence Sales, 
RFD 1, Box 73-A, Bristol, Tenn. 
— MORE LETTERS NEXT PAGE — 


AYN’? 


PRE-CUT 

REDWOOD 

FENCE 

A popular favorite with any 
type of architecture or land- 
scaping, Red Giant fences 
have a neighborly appear- 
ance, provides privacy and 
insures protection. 
The materials used in Red Giant 
fences are manufactured from 
heartwood, carrying grades 
not less than clear and select, 
according to the C. R.A. 


standards. Eacy 
DO-IT YOURSELF INSTALLATION 


amir SAN —— 


FENCEMEN! 
See Your Local Dealer Or Write 


RED GIANT TIMBER 
4231 Penn, Kansas City 11, Mo. 


Or Circle BUYERS SERVICE CARD No. 27 


MANUFACTURERS OF 
QUALITY 


FITTINGS 


For FENCES And 
FENCE GATES 


We are specialists in 


KENNEL HARDWARE 


e Write For Prices « 
And Free Descriptive Catalog 


Check on our attractive prices 
for fence and kennel materials 
for complete installations . . 
Gates — Pipe — Posts-Fittings 
and miscellaneous WIRE. 
JEFFERSON 
Fence & Supplies Mfg. Inc. 
18236 Fort Wyandotte, Mich. 
Or Circle BUYERS SERVICE CARD No. 44 


Use the BUYERS SERVICE Card for Information 
Concerning any product or service this issue 
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Letters To The Editor — Cont'd. 
Colored Chain-Link In Canada 


Sirs: 

Your April issue carried an item on 
plastic coated colored chain link. We 
write to advise that ( Polyvinyl-chloride ) 
chain-link fence is also made in Can- 
ada by our firm in several colors. 11 
Gauge plastic coated with 13 gauge 
galvanized wire core first appeared on 
the Canadian market this year and has 
been very popular in the Toronto and 
Windsor area for swimming pool en- 
closures. 

D. F. Hester, Winsdor Fence & Wire Ltd. 
2249 S. Cameron Blvd., Windsor, Ont. 


Likes Anchor One Inch Mesh 
Sirs: 

In looking through your latest issue 
I noticed where Anchor Fence has 
brought out what I have been needing 
for some time, their 1” mesh with 
square fittings. I am sure other dealers 
will feel the same as I do about this 
mesh chain link product. The square 
post and fittings are indeed unique and 
may change the entire chain link in- 
dustry. 

M. King, Custom Vent Awn. & Fence Co. 
P. O. Box 5146, Greenville, Miss. 
Tri-Set Lauds FI’s Values 

Sirs: 

I had planned to submit for your 
approval a publicity article on Tri-Set 
outlining the marvelous reception being 
given our method of fence erection by 
the contractors selling the consumers. 
Some contractors are tieing in Tri-Set 
into their advertising and coming up 
with sales percentages never before 
achieved. The Detroit Fence Contrac- 
tors Association have also adopted Tri- 
Set as their c-1 installing method. 

We are enjoying a very remarkable 
growth which is most satisfactory and 
we frankly attribute a good share of it 
to our continued advertising in FI. As 
a comparison, we maintain a monthly 
direct mail program and, as good as it 
is, we get a better type of lead and a 
more informative one from F.1. 


John J. Clatfelter, Pres. | Tri-Set, Inc. 


380 Hilton Road, Detroit 20, Mich. 
Sells Out With One Ad 
Sirs: 


We know the importance and value of 
Fence Industry Trade News because of 
our experience and success in using it. 
Last January we ran a small quarter 
page ad in FI featuring government 
surplus bolt-wire cutters and metallic 
tapes. The one ad pulled so well that 
it wasn’t necessary for us to repeat it. 
As a result, we are convinced that the 
way to wake up buyers and arouse en- 
thusiasm for a product is to advertise 
it in FI, where it will be seen and 
read by men in the industry who buy 
what we have to sell. 

Moreover, a good responsible fence 
contractor has to keep informed and 
that’s why we like to read FI. It’s a 
healthy exercise to help stimulate ideas 
and keep preteen: sound, and 
abreast of news and developments that 
affect our daily activities. 

In short, we like FI both as a source 
of information for supplies and also 
find it an effective means of developing 
new markets and new business. 

S. P. Stone, King Fence & Supply Co., 
15070 Schaefer Hwy., Detroit 27, Mich. 
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.. whith means 
PROFITS 
for you! 


AO (HHUN Vitesse 
Ae 
Be Ale Sell a complete line! 
Sel PANEL-VENT is sturdily 
constructed from rust- 
proof galvanized steel. 
Beautiful colors of baked- 
enamel, accentuated by 
three unique styles in five 
heights assure instant cus- 
tomer appeal! PANEL- 
VENT means maintenance 
free enjoyment, friendly 
privacy and long-range 
economy. For profits and 
prestige, feature PANEL- 

ae VENT in your line! 


Protect your territory with a PANEL-VENT Franchise or Dealership! Write today 
for full details on PANEL-VENT, America’s NEW Beauty Fence! 


afice bloatuel/aanenn ne a mad today!/e 


PANEL-VENT FENCE® 
Box 11 Mineral Wells, Texas 


name 


address 


city & state 
Or Circle BUYERS SERVICE CARD No. 30 
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You can kis a handy gate ent hangs and swings 
correctly for inside or bine t use, and on level or 
hilly ground. The answer to your gate problem is 
solved by the hinge. 

Because it is self closing it is particularly handy 
in many places. It is used in stock yards. It is handy 
for entrances to scales. A farmer carrying two pails 
need only push the gate with his knee or a pail, go 
on through, and know that without setting down the 
pails the gate will close itself. 

Just below the top hinge is the set collar. On the 
self closing gate the set collar is cut at a certain angle. 
When opened this angle makes the gate lift itself and 
when released will return to its normal position by 
gravity. 

These hinges are adaptable for wood, iron, or alu- 
minum gates. The operation of this hinge is ingenious. 
A gate is hung on its pintle. (A pintle is the hinge 
bolt that goes through both hinges at the same time 
to keep them in line.) The pintle is made of 1%” 
pipe. The gate is hinged to the pintle. The bottom 
hinge is = owt parallel to the bottom of the gate 
with four holes bored to strike the reinforced aie 
where it will give the greatest strength. The top hinge 
is made on an angle and bolted to the gate approxi- 


SELF CLOSING 
SINGLE HINGE 
GATES... 


LEFT—Gate measures 16’ x 5’. 
Made of heavy wood panels it is 
easily nudged open and closes it- 
self due to special hinge used. 
Hinge adjustment keeps it above 
ground and freezing in winter. 


RIGHT—Close-up shows top of 
hinge and set collar of the large 
my at left. Hinges vary in size 
or specific gates. 

By JEAN LYON 


mately in line with the diagonal which makes a straight 
pull. 
There are three types of fastenings for these hinges. 
The eye bolt attaches them to round or square posts 
so that a gate swings 180 degrees or 270 degrees. 
The flat post bracket can be used on square posts 
or the sides of a building. The gate then swings at 
180 degrees. The corner post bracket is for corner 
posts or the corner of buildings. In this casé the gate 
swings %4 or 270 degrees. All three types are fabricated 
of steel which extensive experimentation has proven 
to be best for strength and wear. 
A variation of the single hinged self closing gate, 
is the single hinged general purpose gate. It is also 
sometimes called the Lift Gate, or Creep Gate, or 
Snow Gate because of its convenience and many pur- 
poses. Farmers like these single hinged gates because 
they can be set up over snow banks by changing the 
one set screw in the set collar, raising and bolting 
the gate at a higher horizontal plane. After the snow 
or ice melts it can be lowered the desired distance 
by lowering the set collar and gate 


SAVE 82% LABOR COST 
With NEW DESIGN GATE ELBOW 


PRICE: 


68c EACH 


ELBOW WITH 4 HOLES 
DRILLED AND TAPPED 
COMPLETE WITH 5/16” x 
1/4” CADMIUM PLATE 
SOCKET SET SCREWS. 


PRICE 6¢ 


on job.—10. Neater appearing than rivets or bolts. 


QUAID WHOLESALE FENCE COMPANY 


3131 Franklin Ave.—Phone COLLECT WH 9-2728—New Orleans 22, La. 
— BE SURE TO WRITE OR ASK FOR OUR 1959 CATALOG — 


Or Circle BUYERS SERVICE CARD No. 20 
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PLAIN ALLEN WRENCH Only Tool Needed 


Each 
ADVANTAGES, AND How! HERE'S WHY! 


1. No drilling of elbow or pipe—2. No 
peening of rivets or tightening of bolts.— 
3. No drill, no center punch, no hammer, 
no wrenches.—4. Reduce labor time by 82%.—5. Save approximately 28% in overall 
cost of all gates—#6. Positive holding action, never gets loose like rivets or bolts.— 
7. No complaints on gates because of sagging or looseness——9. Build odd size gates 


, | and securing the set collar to the 


pintle again. Thus no gate need 
freeze down. Too, farmers like this 
easily raised gate in livestock sheds 
where as the bedding and littler 
rises in the winter the gate can be 
easily raised rather than being left 
to drag. As a creep or lift gate 
farmers like it because it can be 
used to hold back larger animals 
such as cattle and horses, while 
allowing small animals such as pigs 
to go under it freely. 

Livestock men prefer these sin- 
gle hinged gates for use at slaugh- 
ter houses and packing plants be- 
cause of their convenience. These 
gates allow a minimum of bruise 
points. They have also been found 
ideal for veterinary chute stanch- 
ions. Information concerning the 
manufacturer of the single hinged 
gate may be secured by using the 
Buyers Service Card in this issue. 

Circle No. 109 on Service Card. 
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The Inside Story 
on “Red Brand” Fence 


“Red Brand” Fence has a colorful history. This well 
known line of fencing got its start on a farm back 
in 1889. Peter Sommer, a farmer who had lost about 
all he owned developed his idea of making wire fence 
for a living. The little acorn is now a sturdy oak. 


By Horry L. Spooner and Warren Reynolds 


mprovements and additions are continuously going 
l on at Keystone Steel & Wire Company, Peoria, IIli- 
nois, manufacturers of “Red Brand” Fence. Their largest 
major addition was recently completed. It is a combi- 
nation rod and bar mill which took two and a half 
years to complete and provides increased facilities to 
make more rods, to make more wire, to make more 
“Red Brand” Fence and other Keystone wire products. 

Red Brand Fence is a development covering a 
period of 69 years and dates back to the year 1889. 
It is a product which proves the truth of an old adage, 
“Necessity is the mother of invention.” 

It came about through the efforts of Peter Sommer, 
a farmer living near Tremont, Illinois. In 1880 Peter 
Sommer had lost practically all that he had. A series 
of wet years had turned his farm into a swamp. As a 
result, he sold out everything, settled his debts and 
became a tenant farmer in Tazewell County, Illinois. 
at that time the old “stake and rider” fence was the 
type of fence in common use. Peter Sommer had to 
split rails and cut posts for his farm, an activity which 
took much time. 

It was while plowing on his rented farm one day 
that Peter hit upon a revolutionary idea—a way to 
make fence of wire. He created a rather crude wooden 
loom operated entirely by hand on which he wove 
fence made from smooth wire and tied a self-designed 
knot in it to make it substantial and strong. 

Together with his sons, Peter W. and John, Peter 
was able to make 20 rods of fence in a 16-hour day. 

Neighbors who had the same fence problems en- 
gaged the Sommer family to make some of the new 


Fie dl . . Rie Ss 
In this shed on the Peter Sommer farm the first Keystone fence was made. 


FENCE INDUSTRY 


A beautiful modern building houses the offices of the Keystone Steel & Wire 

Company, Peoria, Illinois. A far cry from shed below where Keystone originated. 
fence for them. One of these neighbors gave Peter 
Sommer an order for 175 rods. This fence made intact, 
was in service until 1916 before being replaced. 

The demand for Keystone fence grew as more and 
more of Peter Sommer’s farm neighbors heard of his 
invention and ordered it for their own farms. In the 
fall of 1890 a factory was built in Tremont and the 
operations were moved to the new expanded area. 
At this time Peter had approximately $3,000 invested 
in the business—his life savings—and a three-way part- 
nership was formed among Peter and his eldest sons, 
John and P. W. The business was incorporated by the 
three partners in 1892, having an authorized capitaliza- 
tion of $30,000 under the name of the Keystone Woven 
Wire Fence Company, the name derived from the 
shape of the mesh. 

They reached the limit of expansion in Tremont 
in 1895 and moved to a site in Peoria. With each ex- 
pansion came new machines designed by Mr. Sommer 
and his sons to manufacture Keystone fence. The Peo- 
ria site was condemned, however, for the use and 
expansion of the Northwestern Railroad switching yards 
and the company was again forced to move its factory 
facilities in 1901. This was to the present location in 


south Bartonville, Illinois. 
CONTINUED ON PAGE 14 


Model of loom on which first Keystone fence was made. Work was done by hand. 
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“RED BRAND” FENCE—Cont'd. from Page 13 

In 1905 Keystone built its wire mill, then known as 
the Atlas Wire Company. There steel rods were cleaned, 
drawn to desired finish size, galvanized and fabricated 
into fencing. The addition of these facilities greatly 
increased the operations of the plant, the number of 
employees and its products. With these additional fa- 
cilities, Keystone expanded its line, adding nails and 
barbed wire. 

In 1907 the Keystone Fence Company and the Atlas 
Wire Company merged into a single firm. At that 
time the company adopted its present firm name, 
“Keystone Steel & Wire Company.” In 1922 “Galvan- 
nealing” was developed and patented by Keystone. 
This was an improved method of zinc coating of wire 
which adds many years to the useful life of Keystone’s 
steel wire fence. 


One of numerous fence making machines in present modern Keystone Steel & Wire 


Company plant at South Bartonville, Illinois. Many widths and gauges are produced. 

It was then the fence was named “Red Brand.” To 
give its product further resistance to rust and the ele- 
ments, all Keystone fence is made from copper-bearing 
steel. 

If the neighbors of Peter Sommer who bought his 
fence in 1889 could see the Keystone plant today, they 
wouldn't recognize it as the same company. In place 
of the wood loom machines which manufactured 20 
rods of fence in a 16-hour day, today’s modern plant 
has many wire making machines turning out thousands 
of rods of fence in a single day. From a crew of two 
men and a boy in the Tremont shed, the company has 
grown to a full-time employment of more than 2,700 
people. 

While the firm now manufactures a diversified line 
of Industrial and building trades products, its fence, 
barbed wire, and merchant trade items are still an 
important part of the firm’s business. 

Keystone is recognized as a friend of good farming 
through its sponsorship of “Practical Land Use,” a 
program to help American farmers make the most 
practical and profitable use of their land. 

To this end many publications are issued by Key- 
stone and mailed to the farmers. One of these is a 
44-page booklet “Willing Acres,” another is “The Prac- 
tical Land Use Broadcaster,” contains real life stories 
of farmers who have used Practical Land Use methods 
to improve their farms and increase their incomes. 
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Made cenatetet of “‘Ticatoo Bamboo” this fence and bar are installed for perma 
nence. The bamboo is an entirely U.S. grown product. 


Fence Bamboo Grown In Georgia 


Ticatoo Bamboo, is the name of the company formed 
by Thomas S. Crandall in 1953. Today, the firm has 
established groves, plant and display rooms at Fair- 
burn Road, Ga. Highway 92, Douglasville, Georgia. Mr. 
Crandall, a former construction engineer, claims he 
has developed the unique enclosure for yard, swimming 
pool, garden, patio, etc. As an entirely American prod- 
uct, he furnishes a product with an oriental motif 
which has grown in popularity with home owners. 

Prior to establishing his groves and manufacturing 
any products from bamboo, Mr. Crandall travelled 
widely in the tropics, studying bamboo and its peculiar- 
ities. Since then Ticatoo Bamboo has received wide 
acceptance in the U.S.A. and the demand from man- 
ufacturers, erectors, landscapers, fence erectors, archi- 
tects and interior decorators has increased greatly. 
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Bamboo fence windbreak withstands winter’s rigors, as upright as when first installed. 
As the largest grower of premium quality bamboo in 


America, the firm value their clientele and meet 
certain high standards before cutting growing stands. 
When cut at its peak of maturity the bamboo is chem- 
ically treated, dried and then built into fences. The 
methods of growing and treating has produced a prod- 
uct that is given a 20 year guarantee by the firm 
against deterioration. 

More than 500 items are now being manufactured 


by Mr. Crandall’s company from his American grown 
bamboo. 


CONTINUED—from bottom left column. 
Practical Land Use Research Reports summarize the 
latest research data on such subjects as feeding and 
fencing on farm animals. 

Descendents of Peter Sommer still are active in the 
management of Keystone. Present officers include: Pres- 
ident and General Manager R. E. Sommer; Executive 
Vice President, D. P. Sommer; and Secretary-Treasur- 
er, Paul Sommer; W. B. Sommer, Vice President; 
and A. H. Sommer, Vice President and General Su- 
perintendent. 
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Competitive Disadvantage 
By Increasing Our Costs! 


Roger M. Blough, Chairman, U.S. Steel Corp. 


s you know, America has, historically, been a net 
A exporter of steel. The volume of exports and im- 
ports has fluctuated considerably from year to year; 
but if we take the ten year period from 1948 through 
1957 we find that exports of steel mill products have 
averaged 4,043,000 tons per year, that imports have 
averaged 1,137,000 tons and that net exports have 
thus amounted to 2,906,000 tons per year. 

But last year—in 1958—exports of steel mill products 
dropped sharply, while imports increased, so that net 
exports fell to 1,393,000 tons. That is a drop of 52 per 
cent, and it means that more than half of all of the 
men in the steel plants who had owed their jobs to 
this favorable export position during the previous ten 
years were left without work last year. And that is 
only part of the story. 

In December of 1958, America became a net import- 
er of steel for the first time in its modern history so 
far as I can discover. In that month it imported 24,000 
more tons of steel than it sent abroad. In the following 
month—that is in January of this year—the excess of im- 
ports over exports rose to 35,000 tons. In February it 
climbed still further to 37,000 tons; and in March— 
the latest month for which figures are available—it 
leaped to 74,000 tons—just double what it was in the 
month before. 

So here is the situation that has confronted us 
through-out the first quarter of this year; foreign steel- 
workers—with their wage-cost advantage—had not only 
taken away the jobs of all those Americans who were 
dependent upon an excess of steel exports for their liv- 
ing; but they had also taken away the jobs of some of 
the Americans who were formerly making steel for sale 
in our own markets here at home. Hopefully, this 
situation may soon reverse itself, but at present this 
attrition of American jobs is still increasing, as manu- 
facturing costs keep soaring here at home. 

But even more disturbing is the growing disparity 
of costs at home and abroad. In the five years from 
1953 to 1958 the cost of manufacturing these three items 
(3 products were named as an example) in America 
has increased by 35 to 49 per cent; while the cost of 
manufacturing these same items in Europe was de- 
creased by 2 to 5-1/2 per cent. Thus in Europe, costs 
on these products are declining gradually and the 
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Pertinent excerpts from an address made by the 
Chairman of the Board, United States Steel Cor- 
poration Roger M. Blough, to the National Press 
Club, Washington, D.C. Mr. Blough expounds on 
the problems industry is confronted with today. 


competitive position of the producers is improving; 
while in the United States these costs are rising tre- 
mendously and the competitive position is deteriorating 
rapidly. 

Now what is the answer to this problem? 

Personally, I do not believe that tariffs and other 
trade restrictions—useful as they may be—will afford 
any basic and long-range solution. And in this respect, 
at least, there is no difference of opinion between the 
union and me. 

The union believes that the answer lies in raising 
foreign wages to American levels and it has urged this 
course strongly upon its colleagues in labor organiza- 
tions abroad. Its efforts, however, have met with little 
success; and the wage disparity continues apace. 

Another solution, obviously, would be to lower Amer- 
ican wages to foreign levels—a course which no one 
in government, management or labor would advocate, 
I am sure. 

I believe in competition, including foreign competi- 
tions; but I don’t think we should put ourselves at a 
competitive disadvantage by increasing our costs to 
the point where we find it impossible to compete. And 
above all, I do not believe that the American workman 
—who, after all, is the person most vitally concerned 
with foreign and domestic competition—should tie his 
hands behind his back through excessive employment 
costs and thus render himself powerless to compete 
with foreign workmen. What has been happening isn’t 
good for the steel industry, the steel workers, or the 
country. 

So far as the industry as a whole is concerned, the 
rate of profit has been on a declining scale throughout 
the present decade. In 1950, profits amounted to 8.1 
cents out of each dollar the customers spent for steel. 
Last year the profit was only 6.3 cents on the dollar 
and the average throughout the present decade has 
been only 6.5 cents. 

So when you hear that the steel industry is getting 
hundreds of millions of dollars in profits, remember this: 
That if United States Steel's profit had been only 
100,000,000 dollars in 1957—that if not one penny of 
this profit had been paid to shareowners in the form 


of dividends . . . that if none of it had been used to 
CONTINUED ON PAGE 27 
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SUNSET PROVES A POINT 


E ver wondered what it would be like to have a one- 
acre “salesroom” for fence and patio merchandising? 

The Sunset Fence & Patio Co., 3626 Long Beach 
Blvd., of Long Beach, Calif. recently opened just such 
a sales area. In the words of Maury Cohn, Sunset’s 
president, “It’s just great!” 

Anyone visiting the company’s sales office and dem- 
onstration facilities during week-ends or holidays can 
understand why Cohn is so enthusiastic. Occupying 
280 ft. of frontage on Long Beach Blvd., the city’s 
main thoroughfare, it is crowded with enthused lookers 
and purchasers. Over 2,000 people visited Sunset’s 
series of connecting patios, cabanas and fenced yards 
on opening day this spring. It has been a tremendous 
standing advertisment and effective salesman for the 
firm’s integrated “outdoor living” designs and contract- 
ing work ever since. 

This landscaped display area is no accident, nor is 
it the product of a drawn-out yard cleanup program. 
Sunset Fence & Patio Co. purchased the 280 ft. front- 
age for the explicit purpose of establishing a life-like 
sales area where customers could leisurely study fence 
and wall materials, patterns and displays in conjunc- 
tion with an assortment of barbeques, patios and patio 
cover materials. 


ee 


ae 


Careful planning that went into display is shown by use of rocks, 
artificial waterfall, block fencing and multi-colored slabs—all of 
which Sunset sells and installs. 
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Builds a display that 
brings them in to buy. 


Maury Cohn, president, Sunset Fence & Patio Co., 
planned the entire permanent outdoor display. 


Expensive? Yes, of course it’s expensive. But Sunset 
Fence & Patio Co. is convinced that the layout is pay- 
ing off. Sunset, as a general and masonry contractor, 
provides a complete integrated service for those look- 
ing for outdoor living accommodations. They handle 
everything from the design to the landscaping, will 
put in a fence gate or a $10,000 back yard living room. 
Interestingly enough, the firm does no commercial, 
industrial or municipal work of any type. 


ae 
sik iy 


One entire end of the property is a breezeway which handsomely 
displays no less than 36 different types of fences, patios and patio- 
cover (overhead) patterns. Furnished with a wide range of outdoor 
chairs and lounges for customer comfort and purchase. 


FENCE INDUSTRY 


I 
f 
t 


=—_ : iD ~~ oe 7 Zs rr are 
<= <0 WZ 
ae — "Pa , ei Coan 
°=3 I : 
i, ' + eye , | “~~. Patio €. iS 
‘ Unbet a q.4 My * an aa — a : = 
" ete ae’ . “4 ee —_— 7 
pe — reg Sa ' Dy 2 eee . 
Cie | 4 . Se 8 We « oa a re ee ae Ge ee Cd 
—_ _ ae te e. ‘~’ . ' oy — 
P - a is ae 8s = . ri r-% - Sa ¥ } 
eS, RS eg ‘So, (se ¢ Seu ® <all 4 “~ ‘ae 
Bp ~ - eee. « E ee ae : 
7 A. re owe 8) n # —_ | 
. 1 es an - =f es a “ail a 
. —_ a | ee a. Te a! j 4 4 ta — 
to, — | sa ae eanensigata ae | . : 
~ r , acs" ee : ; _ . RE to i t 
Co ee. Oa og a a —— pa: 
cy, es << i, “Tt ; — 
——_ y- a” ee ; — Va & ; wad 
ad —_— ee | rere .«’ =. oe ; 
See” : oo SC ie a) ee 7 -p. —~ wa | ‘ 
Two views of Sunset Fence & Patio Company’s, Long Beach, Calif., outdoor displays on the main thoroughfare. Office buildings are designed to blend with displays. . 
a P 
iy a C 
Decal “ . ey, es 
7 5 i m 
a 
4 cr ‘ ?y : ‘ 
Fase ‘ee <p. t 
yon fa © 5 
aa 3 ‘ j , A ; af / ;* : 
i a _ } V 
ieee dg ee P | 
“ — aa ets 8 «4 ¢ aay Cc 
i it a 
<e|| Nm re | 
] 
i 
‘ 
‘ 
: 
~—— - } 
*% ee — “—G es aie - x 
Lee i- vos 7 det . i>. SSSSASEY 4 | 
a m * > Sd im, e : q ee . =e ols 
¢ = me ihe ‘ > 3 » i r. pecans.” 4 | 
“¢ ~ bo ~ W ‘on. it. ' Pe... ie gh - gemmmemeees 
‘ i, Pe ee I Sy ee ee OR pe tee | 
, ae 4 bie O08 <, ong rn °= yl 7 ee: | 
a me aay Fe! ae Eo eag 4 Hii dt | Le 
: . — ae > «4 x i ; 2 3 Sy i 
Ki ghe — St eer * a Vi 1 item ‘¢ 
q ———_ ae, Eeeeree:.¢ - re Wy lee O 
_ an » - SF «m7 i ~~ : —s 4 -- 
.. . -t ' = ——. * io | eee ee : anna dll ae. 5 
—_— of ee & ee a =| +. Sis — al —~ 
po 2 m i —e. od A . Ws eae so 8S “ks Se 
a eae ee —— = a lance 
- ie” » * , Kee 
marae CA, es Saf 5 
Oe ae ae i Se cs hs] 
ee > ON iy, ee ee 
: Se a Ee a : a. 
ee Co 
He ee ee at Ae 


a ait? > 


et ae 


i fre re 


SUNSET FENCE—Continued 
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Each display unit is characterized by its own 
distinctive design features, its own furnish- 
ings. Sunset emphasizes that these are idea 
areas, where the customer can visualize sim- 
ilar designs for his home. 


Entering the one-acre display area, you are greeted with a variety of fence and walk 
materials. These are set in the identical manner one would expect for a residence. 


The customer who seeks the comprehensive service 
that Sunset offers deserves the opportunity to study 
something more impressive than pieces of shop-han- 
dled building block, colored slides and snapshots. The 
new Sunset facilities offer them this opportunity, and 
with the continual improvements Cohn is making you 
can be sure that the investment is a good one. 

Shoppers are attracted to the display through news- 
paper advertisements, through the appearance of the 
roadside facilities themselves and by word-of-mouth 
from the thousands of customers Sunset has served in 
this area over the past 12 years. 

Visitors are encouraged to wander through the dis- 
plays at their leisure. As they enter, sales people ask 
if there is anything in particular that they're looking 
for, show them about if they are encouraged to do so. 
As they pass through the exit, they are asked if they 
have questions about designs or displays they have 
seen. Cohn admits that this is very soft pitch selling 
with such a big investment. But his feeling is that shop- 
pers will feel free to return for a more careful study— 
and a possible purchase—if they are permitted to sam- 
ple the well-maintained appointments on their own. 

What the shoppers see are not “package units”, but 
“suggestions” of ideas. Once interested, the potential 
customer discusses his needs with one of Sunset’s de- 
sign people; the home itself is visited and a program 
conceived that may include a modular design capable 
of expansion as a family’s needs and abilities grow. 

In their sales efforts—their advertising and through 
their ten sales people—Sunset does not attempt to 
sell on price considerations alone. Indeed, Cohn frank- 
ly admits that other firms “build things” for less money 
than Sunset charges. What Sunset does emphasize is 
an integrated service and premium quality in mate- 
rials, workmanship and customer relations. Their one- 
acre “salesroom” is an impressive demonstration that 
Sunset does more than talk about these standards. 
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Varied motifs, designs and selections in a wide range are set uv 
for customer selection. He can study it, change it, or order wit 
variations. Sunset undertakes the ree and complete con- 
tracting work. Note the row of individual displays. 


No restrictions or sales pressures are placed on the shagger's abil- 
ity to study and quietly enjoy the acre of out-of-door living dis- 
plave. This is expressly noted in this photo. 
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prervthing has gone smoothly. You've told your story, 
dramatized the benefits, asked for the order. 

Then-—the letdown: “I'll think it over.” 

You haven't been turned down flatly, but you haven't 
made the sale, either. Your prospect is simply post- 
poning making a decision. 

There is seldom a compelling reason for his needing 
that extra time. His postponement may mean that 
there is some area in which you haven't completely 
sold him. It may signify some hidden misgiving about 
your proposition. It can even be a smoke screen for 
some intensely personal reason for not buying. 

Under those circumstances, can you still try for an 
on-the-spot decision? 

“Heck, yes!” say the men who habitually do it. 

And here, culled from their experiences in a wide 
variety of fields, are 14 of the very best ways. 

1. Ask “Why?” 

““Tll think it over,’ says the assistant manager of a 
large fence company, “is almost always plain subter- 
fuge on the part of the prospect, a veil he’s using to 
cover up the real reservations in his mind. The sales- 
man’s job is to pierce that veil and get the objections 
out in the open, where he can deal with them. 

“Whenever I’m tossed 
that one, I say, “Let's 
think it over together. 
While I’m here, I can 
give you the benefit of 
my experience and an- 
swer any specific ques- 
tions you may have.’ 
Such an invitation, re- 
flecting a genuine de- 
sire to help, not only 
disarms a prospect; it 

. .. Let's think it over together. encourages him to 
bring his real doubts and objections forward. And I 
can usually answer them to his complete satisfaction.” 

A top salesman for a tractor attachment manufac- 
turer finds that sometimes the “T'll-think-it-over” re- 
action indicates that a potential customer doesn’t know 
himself exactly what his true objections are. By ask- 
ing “Why,” the salesman helps the prospect resolve 
his own uncertainties, pins him down to specifics, 
overcomes them — and frequently buttons up the 
sale right then ‘and there. 

Another, the sales representative for a lock manu- 
facturer, is astonished by the variety of reasons smoked 
out by his innocent “Why?” “Once,” he recalls, “it 
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turned out that the purchasing agent I was dealing 
with was slated for promotion to Vice President. With 
this promotion imminent, he was frankly afraid of 
upsetting precedent—in this case, changing from the 
locks his company had always used. My reply un- 
capped his pen like a magnet. Tactfully, I suggested 
that by giving me the order, he would demonstrate 
the kind of decisiveness that would underscore his 
qualifications for promotion.” 


2. Cite a special inducement for making the 
decision now. 


“Order today and 
you can have delivery 
within 48 hours.” “This 
week only we're offer- 
ing a 3 per cent dis- 
count on all orders.” 
“Prices are going up 
on the 15th.” “This 
model is going fast. De- 
mand is beginning to 
outstrip production.” 
“Our national advertis- 
ing campaign is break- 


. . . Cite a special inducement. 
ing on the 10th — I can still get stock to you in time 
to meet the initial demand.” Any “bonus” that you can 
truthfully offer a prospect for buying now can tip the 
scales in your favor. 


3. Prove that the prospect can afford to buy. 


The man who says, “I'll think it over” may not be 
sure that he can afford your product. Dramatize the 
savings, the small investment, the self-liquidating fea- 
tures of your plan, the addition to his net worth. 

“By installing our snow fences,” says one salesman, 
“you largely eliminate the expense — and time costs — 
of back-breaking snow removal.” 


4. “You're paying for it anyway.” 

One company rests its case on the motto, “The man 
who doesn’t own one is paying for it anyway.” 

How about you? 

Can you cite some impressive figures on what your 
prospect’s present inefficiency, labor expenses, lack of 
stock, discomfort is costing him—a cost that an im- 
mediate order will lower or eliminate? 

“Think it over by all means,” answers a salesman 
for an iron supply company, “but I'd like to point out 
that every ‘thinking day’ is costing you $25 in avoid- 
able supply bills.” 
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5. Assure him that he won‘t be making a mistake. 

When a man wants time for thought, it may be 
because he is concerned over what the brass will say 
about his purchase. Or his partner. Or his wife. 

The vice president 
of a chain link fence 
company suggests: “Do 
a little judicious name 
dropping. Show the 
prospect testimonials 
and give him other 
proofs of purchases by 
people whose judg- 
ment he respects. If 
you can show him a 
hundred, thousand or 
ten-thousand dollar or- 
der from a leading firm or citizen, he’s bound to feel 
more secure about his buying judgment. Everybody 
likes to back a winner. Prove that your product is in 
demand by the pace-setters in your field or community 
and you'll spur positive action from the man who keeps 
looking over his shoulder.” 

Suggests another large-company executive: “A smart 
salesman finds out whom the buyer must answer to 
for his purchase, then volunteers to help sell him on 
the decision to buy. He suggests, ‘Why don’t we visit 
the President (or your partner, or your wife) together? 
That way, maybe we can clear up any special ques- 
tions he (or she) may have.’ In other words, the sales- 
man offers to help the buyer ‘spread the responsibility’ 
for his decision to order.” 


6. Congratulate him on his caution. 

“This certainly represents an important investment 
for you and I can understand your wanting to make 
the wisest possible decision. The wrong product (serv- 
ice, line) could easily cost you $500. The right one 
could just as easily save (make) you $1000. And this is 
the right one because . . . .” 

By apparently agreeing with your prospect's position, 
you subtly ally yourself with him, at the same time 
creating an opportunity to re-emphasize the benefits 
of your product. 


7. Help the prospect shrug off his 
“guilt complex.” 

Urge him, “Be good to yourself—you deserve the 
benefits of my product or service.” Most of us fancy 
ourselves martyrs who must do everything for their 
families and very little for themselves. Given the 
least self-justification for buying, a prospect may give 
you the green light. 

For example, a potential customer may have been 
born on “the wrong side of the tracks.” Even though 
he is now enjoying a higher standard of living, he 
may suffer from a gnawing suspicion that it’s somehow 
“wrong” to spend so much money on a patio enclos- 
ure or plywood fence. Your assurances that he “de- 


serves” the benefits of your product may strengthen 
his sense of justification. 


. . Help the buyer spread the 
responsibility for his decision. 


8. Ignore it. 

Sometimes, “I'll think it over” is merely a verbal 
shrug of the shoulders, not to be taken seriously. In 
such a case keep talking. Your very next sentence 
may close the sale. 


FENCE INDUSTRY 


9. Create a sense of obligation. 


With the man who 
wants to “think it 
over,” the pros and 
cons of your proposi- 
tion may be weighing 
about evenly. Your job: 
to build up the posi- 
tives so that they out- 
weigh the negatives. 
One way to do this is 
to get your prospect in- 
to “psychic debt” to 
you, either by doing 
something for him or by getting something that has 
some value into his hands. 

Some favorite approaches: “Then I'll reserve two 
gross for you — to make sure it will be available when 
you give us the order.” “Let me write up the order 
and leave it for your signature. You can mail it in 
when you decide.” “Ill ship those samples to you 
right away.” “Why not insure it with a small deposit?” 


10. Find out if you're talking to the right man. 


Are you sure he has the authority to buy? Many 
times, the man who seems to be the right one is merely 
a “screener” or “buffer” who may hate to confess the 
limitations on his authority, hence says, “Ill think 
about it.” 

There are several ways to find out who signs the 
orders at a company. Your own sales manager may 
know. Other, non-competitive salesmen who serve the 
firm can tip you off. If you are delicately discreet in 
your inquiry, the company’s receptionist can be a well 
of information. Various credit rating reports are yours 
to draw on. 

When you do find out the right man, however, be 
sure to contrive some way of seeing him without al- 
ienating the “buffer.” 

11. Use the “Rivalry Stimulus.” 

Every businessman has a built-in sense of competi- 
tion. Use it to trigger an immediate decision: “Then 
I'll hold off making it available to anyone else in this 
area.” “I'll try to postpone that appointment with the 
Acme Company.” “We've received four inquiries from 
this neighborhood. Suppose I stall them off for 48 


hours?” “You might be interested to know that Jones 
down the block has already ordered.” 


a 


. . « Build up the positives to 
outweigh the negatives. 


12. “It there anything special we can do for you?” 


Lurking behind the “I'll-think-it-over” stall could be 
the desire for a concession of some sort. Find out 
what it is—maybe you can oblige. 

For example, a salesman for a post hole digger man- 
ufacturer was having a tough time getting his product 
adopted by a certain fencing company. When the own- 
er finally said, “I'd like to think about it,” the salesman 
countered with, “What exactly can we do for you?” 
It turned out that a competitor had guaranteed that 
his company would make maintenance checks on the 
machines at three-month intervals for a year at no 
additional charge. When the salesman said that he 
could match the offer and volunteered to put it in 
writing, he got the order. CONTINUED ON PAGE 20 
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“I'LL THINK IT OVER,” Cont'd from Page 19 
13. Offer guarantees. 

Every company that offers a money-back guarantee 
on its products does so confident in the knowledge 
that only an infinitesimal fraction of the public will 
ever take advantage of it. 

The principle is a sound one. People hate to part 
with things once they have them. Put that human quirk 
to work for you. If your product or service lends itself 
to such an agreement, offer a free trial period during 
which the prospect can actually experience the bene- 
fits you have been talking about. Come decision-mak- 
ing time, almost certainly he will buy. 

“Use it for a week, at no obligation,” offers a sales- 
man for a hand finishing tool concern. “If you aren't 
more than satisfied, we'll take it back, no questions 
asked.” He seldom has to pick up a machine. 

That’s human nature. And every prospect's human. 


14. Sell the satisfaction of making a decision. 

Most people are procrastinators. They hate to make 
decisions. But help 
them make one and 
you accomplish two 
things: you make them 
pleased with them- 
selves for getting some- 
thing constructive done 
and pleased with you 
for not having wasted 
their time. 

“Wouldn't today be 

a good time to get this 
making a decision. settled and off your 
mind?” sounds simple, but it can be most effective. 

A salesman for a highly specialized fencing service 
finds this approach works: “I wonder, Mr. Prospect, 
if you haven't had the same experience as I — that 
more is frequently lost through indecision than through 
a wrong decision?” Then he goes on to prove that it 
is better to go through with something that meets 75 
per cent of your requirements and will get results than 
to hold out for 100 per cent, meanwhile getting no 
results at all. 

“In a sense,” answers another man, “indecision is a 
decision — a decision to postpone solving a problem. 
Now, while everything is fresh in your mind, why not 
weigh the pros and cons and come to a profitable 
decision?” 


Sell the satisfaction of 
n 


A FIFTEENTH WAY 


Sometimes, Uncle Sam can help 
you convince the undecided pros- 
pect. 

Depending on what it is you’re 
selling (and be sure to check with 
your company first), it is frequent- 
ly possible to prove that an im- 
mediate order can save the pros- 
pect a pile of cash by enabling 
him to write off part of the pur- 
chase price as depreciation. The 
later in the year he buys, how- 
ever, the smaller the percentage he can deduct for that 
year. 

It’s logical, legitimate and legal. 


. Possible tax savings. 
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47'x33’ Shelters being erected for longshoremen with biue fibreglass roofs. 
Fenced-In Longshoremen’s Shelters 
For Port of N.Y. Authority Piers. 

The $8,300,000 three-berth Pier 1 in the Fulton Ter- 
minal Area of the Brooklyn-Port Authority Piers, one 
of the largest marine facilities in the New York-New 
Jersey Harbor, leased to American Stevedores, Inc., 
was dedicated recently at ceremonies attended by 
1,500 guests including public officials and leaders in 
the business and community life of the two States. 
The L-shaped pier, on the East River just south of 
the Brooklyn Bridge, is the third of ten new piers 
to be completed by the Port Authority in its $85,000,000 
redevelopment of two miles of choice Brooklyn water- 
front. 

The first longshoremen’s shelter in the Port Of New 
York is being provided by the Port Of New York Au- 
thority at Pier 1 in the Fulton Terminal area of the 
Brooklyn-Port Authority piers. Similar shelters will be 
built at each of the ten new piers in the Port Author- 
ity’s $85,000,000 waterfront redevelopment program. 
A blue aluminum roof to match the facade of the pier 
shed and provided with plastic skylights is mounted 
above the brick walls of the 47- by 33-foot shelter. The 
shelter is furnished with long benches placed con- 
veniently against the walls. 
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Sidewalk superintendents can view New York’s skyline from fenced area. 

Artist’s rendering of the Fulton Terminal Area Of 
The Brooklyn-Port Authority piers, as it will appear 
upon completion by the Port Of New York Authority. 

The removal of civil war-era warehouses, and the 
50-foot limitation on height of the new piers, will 
permit an unobstructed view of the magnificent harbor 
and New York skyline from the Brooklyn Heights Es- 
planade. The warehouse area will be replaced with 
495,000 square feet of paved upland for open stor- 
age and truck parking. 

The three new single-story concrete piers replacing 
narrow obsolete piers will provide over 600,000 square 
feet of fire resistant, ventilated and lighted covered 
space. Tailgate-high truck backup platforms along the 
inshore ends of the piers will accommodate 111 trucks 
at one time. 
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Amco Tells 
How To Sell 
Swim-Pool Trade 


Walt Stasney of the Amco Fence Co., Greenville, 
S.C., expounds on his methods of selling fence 
for swimming pools. This phase of his business 
has been growing rapidly due to applied theory. 


By Robert H. Brown 


The swimming pool industry, both in pre-fab sales 
and construction, is creating a vast market for all 
types of fences. The backyard, patio, institutional out- 
door, and public swimming pools, including hotels, mo- 
tels and others installing pools outdoors are required 
by law to set up structures around these pools as a 
safeguard in most large communities today. 

Backed by national advertising campaigns and mod- 
ern sales methods, including many new innovations 
in swimming pool construction the dealers in the field 
expect 1959 to be the biggest year in the history of 
the business. As every home owner with ample space 
for a pool of some size is considered a prospect, the 
fence companies “out soliciting” this business will be 
riding the “gravy train.” and there are other 
facets to enlarge the fence volume. 

At a meeting of a national association of municipal 
officials recently it was pointed out that the trend in 
and around most large cities was the enactment of 
laws requiring the fencing of swimming pools. The 
reasons are obvious. 

That the swimming pools business is creating a like 
boom for fence firms is pointed out by Walt Stasney, 
owner and manager of the Amco Fence Company, 
1407 Wade Hampton Blvd., Greenville, S. C. He tells 
us how he goes about selling this lucrative and en- 
larged market. 

In 1958 Amco installed fencing for 35 owners of 
swimming pools in the area and the outlook for 1959 
indicates a far greater volume for the firm. Greenville 
authorities have ruled that all pools, public and private 
must have safety measures. “Either fence it in or main- 
tain lifeguard service.” 

One field where this ruling is a must is the motel 
business, fast becoming one of the largest users of 
fences outside of the state highway and other govern- 
mental agencies combined. 

Motel operators everywhere are today finding it nec- 
essary to install swimming pools in order to compete 
and the larger operators are installing as many as 
two pools at one location. 

According to Walt Stasney, the motel fence busi- 
ness is in most cases “there for the asking.” Last year 
Stasney started contacting motels with swimming pools 
already installed. His main selling point with these 
prospects was to point out the dangers of unfenced 
pools and lawsuits as a result of accidents. Accidents 
and subsequent lawsuits could cost the motel owners 
far in excess of the price of fencing, notwithstanding 
coverage by insurance. Accidents create bad publicity 
and is also indicative of poor management. 
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FENCE EXPOSURE of various sizes and styles of chain-link in front of Amco’s sales 
office permits customers to make fast appraisal. Circular driveway acts as display. 


It is a known fact that many insurance companies 
will not give full coverage when safeguards are not 
taken and fencing-in a pool is part of this requirement. 

Here’s how Stasney goes about selling fencing for 
swimming pools in his area: He calls on every swim- 
ming pool dealer and sells them on the idea to include 
a fence in their sales package. On sales already on 
the dealer’s books, he suggests they contact their cus- 
tomers and sell them on the safety angle of installing 
a fence.—He lists all the pool contractor installers in 
the area and calls on them personally, outlining reas- 
ons for including a fence with all pool jobs. “Personal 
visits show these contractors you mean business,” he 
said. 

Stasney works out an arrangement whereby contrac- 
tors can earn part of the profits on each fence deal 
which averages about 10 percent of the contract price. 
“This makes it worth their while to work for you,” 
he said. His contractor idea has developed into the 
equivalent of having a salesforce for they are con- 
stantly bringing in prospects to view the fences dis- 
played outside of Amco’s office and to make their 
selections on the spot. 

Other phases of Stasney’s selling and prospect seek- 
ing technique is to keep on the lookout for backyard 
pools when out on calls and to note them for future 
or on the spot visits. 

Stasney employs up to 30 salesmen on a full or 
part time basis and they are posted on the potentials 
of selling swimming-pool owners. This includes those 
with private lakes which offers a good outlet for fence 
volume. He noted that artificial lakes are being built 
by property owners in greater numbers and his sales- 
men stress fencing as a safety measure. “Selling this 
type of prospect is largely a case of spotting it,” says 
Stasney. 

The use of part-time salesmen has been especially 
fruitful with Amco in Greenville, in this and other 
fields. 

“I'm employing painters, carpenters, electricians, 
plumbers and others. They're selling for us on the 
side, of course, and some of them a real well, de- 
pending on how hard they work at it,” said Stasney. 
He is having no difficulties getting this type of part- 
time salesforce. The information has spread among 
those in the construction and allied fields in the area 
that money is to be made selling fences, so that Stas- 
ney now has constant callers investigating and want- 
ing part time jobs. 

CONTINUED ON PAGE 23 
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Door Bell apnnadh Helps Texas a. 


he Western Fence Company at 3408 N. Big Spring 

St., Midland, Texas originated a little over four years 
ago in the home of Jim Worley, its present owner, and 
has been expanding rapidly as a result of specializa- 
tion and sales effort. Jim Worley states that the two 
important phases of his business are—ringing door bells 
and specializing in residential fence construction. 

In slightly over four years, starting as a one man 
operation, Western Fence now employes ten men, has 
passed the $150,000. annual mark and expects to chalk 
up a quarter million gross in fencing ere long. 

As less than five percent of the firm’s sales are with 
industrials, Mr. Worley admitted that he was not over- 
anxious for this type of business because a $4,000. job 
(as an example) would tie-up several men for several 
days and usually wound up with a $50.00 net profit 
on jobs of this type. “Too many cut-rate firms bid on 
these industrial jobs,” according to Mr. Worley, “I pre- 
fer to deal with home owners who are more interested 
in a good fence and the service policy we give them,” 
he added. 

Midland, Texas is the headquarters for the West 
Texas oil industry and as a thriving oil-town many of 
the homes in the area are quite sizeable. This results 
in margin cutting where fence installations are con- 
cerned. Western Fence however does not deviate from 
selling only on the assumption of a fair profit return 
regardless of the size of the job. “When a contract 
justifies a reduction in price due to size, we will cut 
margin slightly, but not too far,” says Mr. Worley. 
Proof of this fact is a reported net return of 18 percent 
on gross sales by the firm. 


Sales Are Made By Ringing Door Bells. 

“Practically all of our sales are made by ringing door 
bells, a method I developed while working as a sales- 
man for a fence firm in this area several years ago.’ 
“I earned as much as a thousand dollars a month and 
more in roofing and building work but a heart attack 
put me out of action for quite a spell,” he added. 
This happened when Worley was 30 years old and 
grossing a half million annually in construction sales. 

On his return to work after a prolonged illness, Jim 
Worley managed to get in a couple of hours daily. He 
then decided to sell out everything excepting the fence 
supplies and to concentrate on “just that.” He gradu- 
ally built up the demand for his line and later hired 
two outside salesmen who now account for 70 percent 
of the firm’s sales. 

Thoroughly imbued with what is called the “easy- 
sell” method, J. J. Anderson, sales manager for Western 
Fence explained how he does it: He selects a home 
with no fence at all or an old fence that requires re- 
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Common sense selling without rushing the prospects 
is giving the Western Fence Co., of Midland, Texas 
above average sales. A smooth friendly approach by 
original door-bell contacts has increased Western’s 
volume to $150,000.—(At Left) The Shop and Yard. 


By Jess F. Blair 
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Jim Worley, owner of Western Fence, shows his lumber pickets taken at random 
from his well stocked yard. Chain link and other styles of fencing are carried. 


placement or repair. Rings the door bell and introduces 
himself to the housewife usually. (Anderson an ex- 
farmer and insurance salesman has a pleasing person- 
ality). After his introduction and credentials presen- 
tation, he calls attention to the lack of a fence or the 
need of a new one and offers to measure the footage 
free of charge with no strings attached. 


No Samples Carried On First Trip. 

Anderson carries no samples on this first trip. Only 
his business cards, scratch pad and a 100’ steel meas- 
uring tape. When he gets the consent of his prospect 
(and he most often does), he proceeds with the meas- 
uring and marks out the location of gates and bends 
or turns. On completion he returns to his prospect, 
tells the party what he has found and secures an ap- 
pointment to talk with the family that evening after 
dinner and makes sure the man of the house will 
be present. 


Sketch Preparation Prior to Sales Approach. 

Upon his return to the office Anderson goes to 
work preparing a neat sketch of the fencing he figures 
on selling and includes a series of prices on the various 
kinds and sizes of fence the prospect may select from. 
A presentation of three or four styles usually is suffi- 
cient. 

At the appointed time Mr. Anderson returns to the 
prospect’s home and this time he takes along his sell- 
ing tools which includes an attractive album containing 
clear sharp photographs of many fence installations by 
Western Fence Company in Midland, including the 
names of their customers to dispel any doubts in the 
mind of the prospect. Anderson prefers colored photo- 


graphs because they romance the product. 
CONTINUED ON PAGE 23 
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Ringing Door Beils—Cont'd. from Page 22 


Western’s salesmen show attractive photos in color of their installations to 
prospects. Plastic covering protects photos in album keeping them sharp and clean. 


After becoming acquainted with the man of the 
house, Anderson talks up fencing, evaluates enhance- 
ment of the property values, presents his sketch of the 
fencing the prospect requires, opens his album and 
discusses each type that would apply to the prospect’s 
home, holding these down to three or four so as not to 
confuse the issue. When this is absorbed and there is 
an indication of agreement, he talks up price to fit 
the pocketbook of the prospect. “When you work in 
an orderly fashion, the sales always come that way, 
and without high-pressure,” says Anderson. 

If the prospect doesn’t want to pay on completion, 
the credit plans of the firm are explained, including a 
thorough grounding on how to borrow from FHA or 
the local banks. If the prospect can pay the major part, 
the company will extend credit on a 30 to 90 day ba- 
sis. Most sales are financed thru FHA according to 
Anderson. 

Western’s salesmen average three calls daily which 
usually result in two evening appointments. The even- 
ing appointments have been averaging 60 percent in 
sales, which is the equivalent of one sale for each 
three door bells punched by the firm’s salesmen. The 
salesmen work on a 10% commission basis and the in- 
come is high, “but the work is hard and exacting,” 
added Anderson, “however, if a man applies himself 
to this business he can’t miss.” 

“I wouldn't have a high pressure salesman around 
me,” stated Mr. Worley. “My salesmen are easy-going, 
friendly and they don’t make promises the firm can't 
keep. They make friends at every home whether they 
make the sale or not. Therefore our complaints are 
practically non-existent.” 
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Tight lumber fence keeps out high winds and prevailing dust in area. 
The residential fencing Western sells is mostly West- 
ern Cedar and Redwood. As the area is subject to 


high winds, tight boarded fences are most often de- 
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manded. Mr. Worley’s suppliers include Habitant 
Fence, Inc., of Bay City, Michigan; Gray Gate Com- 
pany of Dallas and for chain link he uses Allied Chain 
Link of Houston. 

The office and warehouse and workshop consists of 
a modest reception room, two offices, two shed type 
rooms for storage, a cutting shop where two men cut 
and shape, with two or more men as required erecting. 

Mr. Worley is now making a study of waste mate- 
rials and seeking an outlet for salvage which may 
result in a new product where short lengths may be 
used. 

The firm does some advertising but depends mostly 
on the door-bell method for new orders. New subdivi- 
sions and homes are prime targets for Western’s apt 
salesmanship and service. A letter always goes out 
to each new customer thanking them and requesting 
a prompt call if anything is unsatisfactory about the 
job. “We have mended sagging gates two years after 
a service policy has expired, takes only a few minutes, 
and we hold a friend and customer by this added 
service. A company that cannot put out extra serv- 
ices for its customers couldn't do much business in 
this town, nor maybe anywhere else,” according to 
Jim Worley. 

It may be said in passing that Jim Worley’s bor- 
rowed $2500. to start a business and a heart attack 
that struck him at the bright young age of 30 (in 
1954) hasn't diminished his zeal for selling dependable 
services and products. We analyze his attitude and 
business growth as being due in a great measure to 
his friendliness which must of itself bring a measured 
response, although not sought after. 


AMCO FENCE—Continued from Page 21 


Amco’s outdoor fence display. Customers can select even in bad weather. 


“Therefore,” he says, “the way to line up this type 
of salesman is to make contacts in the trades fields, 
select some good potential salesmen, show them what 
can be done and work with them until they click. 
Then the others hear about the deal and drop in.” 

The Amco business location in on an expressway 
between Spartanburg and Greenville. “Most firms 
shy-away from fast traffic, but it has been good for 
the fence business,” states Stasney. Amco’s fence dis- 
play is set-up so that cars may drive between the 
installations which act as circular driveways. Custom- 
ers can view or select the fences wanted without leav- 
ing their cars. 

A large shopping center will soon be constructed 
directly across the highway from Amco’s establishment. 
This writer wonders whether Walt Stasney hasn't al- 
ready salted away the blueprints for selling a fence 
to go into every shopper’s bag that leaves the shopping 
center. We'll keep you posted. 
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Ornamental iron, wood, chain link 
and special made to order products 
rounds out the line at Bachle’s. The 
fences and columns installed around 
the office and workshop acts as 
a sales stimulator for the firm. 


by E. G. McDade 


"Diversity" is the KEY to Bachle’s Success! 


Give a Missouri blacksmith a chicken coop and he 
proves that he can parlay it into a fence around a 
State Fair without waiting to be shown how. Such is 
the history background of Oklahoma Wire and Iron 
Works, 5219 North Western, Oklahoma City 18, Okla- 
homa. 

Founded by L. A. Bachle just after the Sooner State 
became Uncle Sam’s 46th source of Congressmen, the 
subject company began its industrial climb as Okla- 
homa Metal Products Company. When Bachle became 
its new owner early in 1910, branding irons, jerky 
spits, and field implements represented the little fac- 
tory’s stock in trade. By way of a “pot boiler” to boost 
sales, Bachle added made-to-order wire chicken coops 
and the boom was on. 

Today, Bachle’s four sons operate the successful 
business which grew from their fathers’ foresighted 
planning. Ralph, senior member, is President; Leonard 
is Secretary and Office Manager; Carl is Vice-President 
and Designer; and Herman, the youngest, is Shop 
Supervisor. 

The brothers own all the corporate stock and, to- 
gether, they have built annual gross sales to $120,000 
from the modest $5000 average of earlier days. 

Fence erection totes up about half of the firm’s vol- 
ume of sales. Correlated consumer-market dollar get- 
ters include ornamental and functional iron products, 
custom-built grilles, hearth fittings, mail boxes, markers, 
playground equipment, garden addenda, and _ patio 
accessories from hamburger-to-beef-quarter sized bar- 
becues. 

In the fencing division, Bachle erections cover almost 
every type except rock walls. Carl Bachle agrees that 
the utility value of chain link fencing continues un- 
surpassed. Such enclosures around schools, factories, 
playgrounds, oil storage areas, and country clubs 
throughout Oklahoma City and its trade boundaries 
display Bachle-installed identification plates. One such 
is the big campus of Central Catholic High School 
directly across the highway from the Bachle plant. 

Such is the reputation of Bachle construction that 
most contracts result from the direct customer-to-office 
approach rather than through salesman-to-customer 
channels. In trade vernacular, this enviable set-up 
makes for “a sweet business.” 
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Typical of the longevity of a Bachle-built fence 
was the 6-foot high, hand-tied, smooth-wire barrier 
that surrounded the old State Fair grounds for about 
40 years. It had to be torn down, with considerable 
effort because of its sturdy protest, when the Fair 
moved to new quarters in preparation for the State's 
semi-centennial which was observed in 1957. 

Records indicate that 1956 marked Bachle’s construc- 
tion peak in chain link fencing. Since then the trade 
drift has followed the more distinctive and decorative- 
ly flexible wooden basics. Choice Michigan white ce- 
dar, a Bachle specialty, meets the U. S. Bureau of 
Forestry’s standards for a long lasting wood. Bachle 
stresses the low maintenance cost of white cedar which 
requires no painting and weathers to a beautiful silver- 
sheen gray. In such construction, Bachle uses compo- 
nent logs measuring 2” in diameter, average, and from 
3 to 6% feet in height. Stockades, split rails, and 
pickets lead as residential district favorites in Oklahoma 
City with the western type full-round rail fences as 
the choice for sububrban or country acreage. 

“Women”, says Mr. Bachle, “have studied this fence 
business from the home owner and resale angle and 
their buying techniques can teach veteran fence men 
a thing or two.” He cited the case of one woman pros- 
pect who asked that the advantages of a tenoned 


stockade be explained to her. The term was technical 
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Dog house set to the corner of a cedar stockade fence. Sides 
are made removable for easy cleaning. Made in various sizes. 
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“Diversity” is the Key—Continued from Page 24 

enough to make even Bachle wonder how the lady 
knew about it. When he detailed the method of con- 
struction, explaining that in fencing tenon-ing meant 
a projection left after cutting the wood around a post 
for insertion into a “mortise” or slot to form a sturdier 
joint, the higher-priced fence became a cash upon 
completion deal forthwith. 

Bachle finds that another non-metal fencing is gain- 
ing favor with Oklahoma property holders. It is a 
German grass-reed import originally used by nursery- 
men. Its moderately priced practicality appeals to cus- 
tomers with garden areas particularly. Bachle’s does 
not import this direct but buys it through a Dallas, 
Texas distributor (Verhalen Nursery) in 25-foot rolls 
at a cost of $12-$15 per roll. The reed fencing can 
be serpentined, curved, angled for individual effects 
and is also suited to the building of storage units or 
other small outdoor housing. 

VAN2iy LSS CT De ee 


ri ki 
ee daa 


vw 


wat ie ea 
} eS Tie = — 
a | Bi. i 
a ———l—=—e 
2 ia > ‘oeeed + 4 as 
yh UCR ~ 
> Ste ee, 
7 ag aie ae oi Seas P: 
kK’. hoiZ : * sn Me i 
i. . . aa 
S340 — 
ho Ve 


z 


aa > = Sage & 
aN TARA DF 


a ran 


Special Gate with garbage unit . . . has a frame to hold single or 
double cans. Frame is made of galvanized pipe and welded into 
one strong unit. Clamps, wire or U-bolts will fasten frame. 
Panel-Vent fences, Texas-made, is a fairly new 

item for which Bachle’s are local distributors. It finds 

ready acceptance among young home buyers with 
ultra-modern tastes. Bachle’s follows such trade ten- 
dencies with a view to tomorrow’s market. 


FENCE INDUSTRY 


Innovations in fence erections keep Bachle’s on their 
competitive mettle. Of another metal (good galvan- 
ized pipe) they have supplied one satisfactory answer 
to the garbage disposal problem. Accompanying pic- 
tures show their “Disappearing Garbage Gadget Gate” 
which can be completely installed for about $75 at 
present prices. This includes gates, frames, labor, and 
all materials except the cans. Frames are sized to hold 
32-gal. cans. Leonard Bachle credits Mr. Bruce Rey, 
of Rey’s Nursery in the city, with the original idea. 
Bachle’s designed the units from Rey’s suggestions, 
adding their fencing know-how to make the unit mar- 
ketable. The project is being amplified to include an 
indoor (garage-housed) similar unit. Most installations 
are figured on new fencing contracts but Bachle’s does 
make some on older fences. This requires a change- 
over in gates as a specially designed hang and closure 
is required although it can be adapted to both wood 
and metal gates. For new units, labor and material 
costs run under $50. Prices on previously constructed 
fences understandably vary with requirements. 

Another Bachle novelty in fence extras is shown in 
the dog-house-in-a-corner of a cedar stockade fence. 
This is custom-built canine housing. Sides are remov- 
able for easy cleaning. A medium sized “dogarage” 
similar to the one in the cut costs about $60 ready 
for occupancy. Compatible neighbors, possessed of com- 
patible pets, have ordered duplex installations along a 
dividing fence, sharing the expense which varies with 
the specifications. Every day has its dogs! 

On the subject of the fence situation in general as 
applied to Oklahoma, Leonard Bachle stated that the 
industry, like many others, feels the temporary effects 
of “over-source-ing”. Established concerns lose some 
business to “price book peddlers” with not much more 
stock than samples and an inside track to wholesale 
buying. Bachle observed “The discriminating buyer in- 
vestigates first but too many are still baited by price. 
It is the old story of buying in haste and repenting 
not fast enough”. 

Bachle does not view the present situation with 
any degree of oratorical alarm. “A temporary pain in 
the ledger”, he says. Fifty years of steady growth in 
Oklahoma City makes for a justifiable feeling of se- 
curity in its future fencing needs. 


Bless that Fence. _ 7 
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Southern California 


Fence Contractors 


Building Order Out Of Chaos 


Willard Harris and a group of progressive fence contractors 
in California have spark-plugged a trade association to cure 
the ills of the industry in that area. Their efforts have 
created trade respect — a fast growing association — and a 
membership bent on mutual aid and a strict code of ethics. 


Willard Harris, President, F.C.A. 


prospective member visiting a recent meeting of 

the Fence Contractors Association in Los Angeles 
asked president Willard Harris about the value of both 
the association and association membership. 

In a masterful understatement of facts, president 
Harris replied, “Before there was an association, the 
fence industry in California had a lot of problems.” 

Coming from almost anyone but Willard Harris, such 
a tempered and unimpassioned description of the re- 
cent status of the fence industry in southern Califor- 
nia would have been taken as a personal insult by at 
least six prominent southland fence contractors in at- 
tendance. What the six or so old-timers knew was that 
the association had saved southern California fence 
contractors from almost certain social and financial sui- 
cide. That tireless personal efforts of Willard Harris 
and a half dozen others had saved many of the pres- 
ent member firms from an untimely passing. 

What could have been said was that prior to 1950 
the so-called fence industry in southern California 
was, on the whole, a cheating, double-dealing, suspi- 
cious and vindictive band whose operations were di- 
rected by neither municipal nor moral codes. In the 
words of one contractor, “It stunk bad.” 

Phil Donovan, an executive of the California Nation- 
al Bank in Long Beach, California was, surprisingly 
enough, the catalyst which set the stage for the forma- 
tion of an association and a cleaning up of the industry. 
Involved in the fence industry's problems because of 
the bank’s home improvement loan program, Donovan 
called several of the contractors — depositors in the 
bank—and told them the bank was concerned about 
the stability of the industry and suggested that they 
come down and discuss the situation—together. 

Donovan recalls that first meeting as a tense, bitter 
exchange of sulphurous four-letter expletives. Donovan, 
acting as moderator, laid his cards on the table: if the 
fence contractors didn’t improve their methods of oper- 
ation, his bank, and others, would have to reconsider 
their financial support. 

Subsequent meetings at the bank were easier to 
wrrange, and the four or five contractors were surprised 
to find that they shared not only common aspirations, 
but a common disgust with the prevailing industry 
atmosphere. They were shocked to find that two or 
three of them had the same salesmen on the payroll, 
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By Paul B. Harder 


that workmen who came from competing firms with an 
apparently clean bill of health were actually dishonest, 
incompetent or both. They were gratified to find that 
others were suffering from supposedly profitable cut- 
price operations, and that all were concerned about 
labor and legislative matters. 

The Fence Contractors Association was a natural 
and speedy product of these first few meetings. It grew 
quickly, enthusiastically. The very speed with which 
new members were enrolled testified to the concern 
most operators felt toward the industry’s status. 

Once a code of ethics was universally adopted, mem- 
bers plunged into other programs, gathering new mem- 
bers as they worked. Specifications for chain-link, red- 
wood and other types of fences and garden walls 
were worked up and published. A personnel clearing 
house was set up; an association news organ was pub- 
lished with copies sent to all fence contractors, building 
departments and banks in the area; an institutional 
advertising program was inaugurated in the southern 
California area; association emblems and _ stationery 
cuts were distributed; assistance was offered to those 
operators seeking to become licensed by the state. So 
cooperative did the relationships become that mem- 
bers were spared the sometimes long trip from job 
to yard for a few additional posts or a roll of wire: 
they drove to the yard of the nearest association mem- 
ber and borrowed or bought at cost the items needed. 

This was the first Fence Contractors Association. It 
grew quickly; it was enthusiastically supported; it ac- 
complished all that it had sought to accomplish. With- 
out a professional association secretary to provide con- 
tinuity and leg work. However, association members 
continually fell back on the same nucleus that started 
the association (Willard Harris, president of the pres- 
ent newly-organized association, held that office three 
times previously ). Group inspiration gone, meeting at- 
tendance fell. In the words of Maury Cohn, another of 
the founders, “It got so the big fellows couldn't benefit 
because they were already big and the little fellow 
couldn't benefit because he had nothing to contribute.” 

When the association adjourned for the summer sev- 
eral years ago, it never got back on its feet. But the 
germ of industry consciousness and respect had been 
planted. The ability to discuss industry problems with 
close competitors was not surrendered. The impor- 

CONTINUED ON PAGE 27 
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ORDER OUT OF CHAOS! — Cont'd. from Page 26 


tance of building up the competitor, therefore the 
entire industry, in the eyes of the consumer continued 
to be universally acknowledged. The fence industry of 
southern California had become respected and respon- 
sible. 

Now, with a professional association secretary pro- 
viding the cohesiveness they once lacked, a dozen or 
so of the old guard are regrouping. Impetus for the 
association is provided through realization that collec- 
tive efforts can accomplish much for the individual 
contractor. 

The association finds there is need for industry sup- 
port of state legislation outlawing the issuance of local 
business licenses (one contractor annually buys local 
business licenses at from $50 to $120 each from 27 
communities in southern California). Group purchases 
of domestic and imported steel for price advantage 
purposes is being considered. Assistance in accounting 
and business organization procedures is needed by 
many small firms. These opportunities, plus the ever- 
present need to evangelize among firms new to the 
industry, are carrying the Fence Contractors Associa- 
tion of southern California to a new level of accom- 
plishment and maturity. 


Sea Y FENCE CONTRACTORS 
ie os 
aang ASSOCIATION 


AN ASSOCIATION OF STATE LICENSED CONTRACTORS 


DEDICATED TO THE PRINCIPLE OF HONEST PRACTICES 


FENCE ORDINANCE REQUIREMENTS 


As Recommended by The Fence Contractors’ Association of 
Southern California. 


CHAIN LINK FENCE 


1, FABRIC—Galvanized chain link weave of nominal 2” 
mesh of steel wire not lighter than 11 gauge in one single 
width. When security is required the top and bottom 
edges should be twisted and barbed. The galvanizing 
should be capable of standing without failure, 5 one- 
minute dips of the Preece test. 

2. LINE POST—Any fences from 3’ to 5’ high posts should 
not be smaller than 1 5/8” O.D. 6’ and 7’ fence posts to 
be not less than 1 7/8” O.D. Any fence over 7’ high 
should use 2 3/8” O.D. posts or equal. 

3. TERMINAL POSTS—Fences 3’ to 5’ high not smaller than 
17/8” O.D. posts. Fences 6’ and 7’ high not smaller than 
2 3/8” O.D. or its equal. Fences over 7’ high to have 
27/8” O.D. Terminal Posts or equal. 

4. FITTINGS—At the ends of the fence fabric at terminals, 
at corners, and gate posts 3/16” x 5/8” steel tension 
bars installed with tension bands. All posts to be capped 
to exclude moisture. 

5. TOPRAIL or BRACES—Where no toprail is desired, all 
Terminal Posts to be fitted with braces. A 1-5/16” O.D. 
box type brace is recommended. 

6. FOOTINGS and SPACINGS—AIl posts to be spaced ap- 
proximately 10’ apart or less. Post footings should be a 
minimum of 7” diameter by 24” deep. 


REDWOOD FENCES 
1. Construction heart and better 4x4 posts. 
2. Set posts 2 feet in ground. 
3. Pour concrete approximately 14 to 18 inches deep. 
4. 2x3 or 2 x 4 rails—sap common or better. 


FENCE INDUSTRY 


Use 6’, 7’, or 8’ rails on center. (Not to exceed 8’). 
. Horizontal Panel Fence 6’ on center. 
. Vertical Panel Fence 8’ on center. 
. No. 1 shop dry panels not to exceed 10% sound knots 
or 10% sap wood in any one job. 
9. All workmanship to be performed according to stand- 
ard practice. 
10. Use galvanized nails and hardware. 
11. Guarantee all workmanship for a period of 90 days. 
12. No guarantee on materials against shrinkage or check- 
ing. 
13. State grade and size material to be used in bids and 
in contracts. 


GARDEN WALLS 


5. 
6 
7 
8 


A 8 D 
3/8” Vertical 3/8” 
Bar on Horizontal 
center Bar 
7 courses and lower ___6’___continuous___10” x 12” footings 
8 courses 5’____continuous__12” x 12” footings 


9 courses ________4’____continuous___12” x 12” footings 


All footings, sides and bottoms must be straight.—Retaining Walls— 
use engineers drawings. 


COMPETITIVE DISADVANTAGE — Cont'd. from Page 15 

develop new sources of raw materials or to build new 
research facilities, and’ that if all of it had gone just 
to replace worn-out tools and equipment, it still would 
not have been enough to meet our depreciation de- 
ficiency for that year. 

First, that you cannot check inflation by increasing 
wage costs and—based on our long-term experience, 
over the years—that a single cent added to the hourly 
wages and benefits of the steelworkers would add $30,- 
000,000 to the cost of making steel . . . approximately 
half of it in the form of direct employment costs, 
and half indirect in all other costs. 

Second, that you cannot speed up the process of re- 
employment by increasing the cost of employing the 
men who are seeking jobs. This is true whether the 
increased employment cost takes the form of higher 
wages, or whether it is produced through the “feather- 
bedding” process of 3-month vacations. 


| bid fifty percent less for ‘um job Chief plus 50-10 
and 10 discount payable over six years and throw 'um in fat squaw for contract. 
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INFORMATION 


NOTICES OF IMPORTANCE TO THE TRADE 


SEND YOUR NEWS ITEM 
@ TO THE News 
Editor . . . for publication. 


Notices 


Fence Association Indicted 
Accused Of Price-Fix On L.I. 


Three officers of the Long Island 
Fence Association were indicted by a 
Federal Grand Jury for violating the 
Anti-Trust Act. The indictment issued 
through Judge Joseph C. Zavatt, Brook- 
lyn, N. Y. Federal Court on May 8th 
named the Association; Ned P. Romano, 
association president; Frank S. Bongior- 
no, its vice president; and George Hald, 
its secretary-treasurer as conspiring to 
fix prices on wood fencing sold on Long 
Island. 

The government’s case rests on_ its 
claim that the association, comprised of 
manufacturers and retailers have con- 
spired with other companies on Lorig 
Island to maintain certain specific pric- 
es on wood fencing and that this has 
been in effect since 1957. 

Quoting “Newsday” a Long Island 
newspaper, “The conspiracy, the govern- 
ment said, consisted of a continuing 
agreement and concert of action to fix 
and maintain non-competitive retail pric- 
es and to prevent retailers who would 
not adhere to the fixed prices from ob- 
taining wood fencing from manufactur- 
ers.” 

The two year period covered by the 
indictment assumes that more than $2,- 
000,000. in wood fencing was sold by 
the suppliers, which does not include 
final consumer prices to Long Island’s 
purchasers of wood fencing. 

If convicted, the defendants face a 
maximum sentence of one year in prison 
and fines of $50,000. according to Assist- 
ant U. S. Attorney A. A. Marchetti. Trial 
date is set for October 5, 1959. 


See “Letters To The Editor’ response of Ned P. 
Romano, President, Long Island Fence Association. 


CANADIAN STANDARDS ASSOCIATION. In 
their second meeting of the Committee 
On Steel Wire Fencing, Chairman E. G. 
Baker, of the Steel Company of Canada, 
Ltd., presided. Purpose of the meeting 
concerned the first draft of proposed 
CSA Standard G42 which had been re- 
vised so that it would conform to CSA 
practice. Specifications for steel farm 
and railway wire fencing and gates were 
reviewed. In view of the wide variation 
in present gate designs it was decided 
that representatives of gate manufac- 
turers should review the possibility of 
gate standardization. A proposal to pre- 
pare a standard on electrogalvanized 
chain link fabric also came under dis- 
cussion. 


DRUG STORE FENCE SALES. The Sun 
Ray Drug Stores in Pennsylvania have 
added a wide selection of fence and 
gardening tools. According to William 
Bielitxki, manager of the Sun Ray, Mor- 
risville, Pa., store, they do quite a 
selling job on these materials during 
the late spring and summer. Eckard’s 
Drug Store in Chattanooga, Tenn., we 
note has also added fences and garden 
items. 
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Fast Delivery And Savings 
In St. Lawrence Seaway Use 


A very successful first import ship- 
ment of colored chain link wire fencing 
from England was completed at the 
Port of Detroit for the King Fence 
and Supply Co., 15070 Schaefer High- 
way, Detroit, Michigan. Sol P. Stone, 
owner of the company whith specializes 
in colored chain link, had his previous 
shipments routed via the East coast. 
Now with the opening of the St. Law- 
rence Seaway, he decided to give the 
new route a try. 

As a result of the success of his first 
shipment, Stone has decided to route 
the rest of his shipments through the 
Port of Detroit. His colored chain link 
represents a new variation of an old 
product which has caught the eye resi- 
dential and commercial buyers locally. 

His first shipment consisting of 13,- 
000 lineal feet was wrapped in 260 dif- 
ferent rolls, for all types of residential 
installations. 

Some of the main advantages in this 
particular shipment were: $300 saved 
in transportation costs, quick terminal 
and U. §S. Customs clearance by port 
service personnel, and direct control 
which permitted fast truck pick-up by 
the importer. 


NRLDA Exposition 
plans to include 
dealer - exhibitor 
participation in 
1959 activities. 


FRONT ROW (I to r) Charles E. Benson, Exec. 
V. Pres., Ohio Assn. of Retail Lumber Deal- 
ers; Robert J. McCutchan, Attendance Chair- 
man, Lebanon, Indiana; O6certell Collins, 
General Chairman, Savannah, Ga.; William 
Stine, Program Chairman, Byran, Ohio; BACK 


Programs with the accent on “action,” 
new attendance promotion plans, and 
broadened exhibitor participation were 
major topics in a three-pronged progress 
report on the 1959 Building Products 
Exposition at a recent meeting in Wash- 
ington, D. C. of the National Retail 
Lumber Dealers Association Board of 
Directors. 

The NRLDA annual trade show to 
be held in Cleveland, November 14 
thru 17 includes sessions for dealers that 
will include a broad range of industry 
problems, from employee training pro- 
grams to dealer building activities and 
financing. 


Kiwanis Sets Fine Example 
Fences Small Fry Playground 


The broken and twisted body of a 
child struck by a vehicle is a_heart- 
rending sight. When such a tragedy hap- 
pens because of a lack of the right type 
of fence to keep youngsters from wan- 
dering onto a highway, the responsibility 
rests mainly with those charged with 
the children’s safety. 

In Muskegon, Mich., for example, the 
local Kiwanis Club took matters in their 
own hands in time to eliminate such 
responsibility by preventing any such 
tragedies happening to the children play- 
ing in the local Play Care Center play- 
grounds. 

The playgrounds, enclosed by a low, 
wire fence, badly in need of repair, is 
close to the recently opened Expressway. 
Fearing that the small fry might climb 
the fence and wander onto the busy 
thoroughfare, the Kiwanians, through its 
Underprivileged Children Committee, 
erected a chain link fence prior to the 
opening of the Expressway. The fence 
is of a type that will keep the young- 
sters safely inside the playgrounds. 

It cost $600! What an_ infinitesimal 


price to pay for the preservation of a 
community’s children, as well as for 
freedom from a stricken conscience. 


re bia 


ROW (I to r) Ray Schaub, Exposition Advi- 
sory Committee, Whiting, Ind.; Martin C. 
Dwyer, Exposition Director; Paul V. DeVille, 
Exposition Advisory Committee and Ist V. P. 
of NRLDA, Canton, Ohio. 

Mentioned briefly among new attend- 
ance promotion plans for 1959 were 
prizes for the most effective promotions 
by managing officers of NRLDA’s 33 
Federated Associations and attendance 
and floor prizes for registered dealers 
at the show. 

A “Products In Action” program, in 
which many exhibitors will participate 
will include materials handling, demon- 
strations, warehouse and _ storage han- 
dling methods, a house-a-day compo- 
nent building demonstration, home 
improvement package selling demonstra- 
tions, a full scale swimming pool offer- 
ing merchandising ideas including the 
bathing beauties. 
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items — Short and Pertinent .. . 


Non-Licensed Contractors In 
California In For Hard Time 


The state of California, encouraged 
by the support of contractor associa- 
tions, is pursuing a program aimed at 
the elimination of non-licensed contrac- 
tors operating in various home improve- 
ment fields. 

A recent conviction stemmed directly 
from efforts of the Fence Contractors 
Association, Inc. of southern California. 
Acting upon the complaint of one of its 
members, the  association’s Licensing 
Committee prepared a formal complaint 
which was entered by the association 
before the Contractors State License 
Board. The defendant subsequently 
pleaded guilty to violation of section 
7028 of California’s business and _pro- 
fessional code. 

Willard V. Harris, president of the 
FCA, comments that “this is a most 
important part of our present efforts”. 
He has indicated that the association 
will continue to work through state and 
business channels in an effort to im- 
prove industry standards. 

The business and professional code 
for the state of California requires that 
contractual work in excess of $100.00 
must be done by a contractor licensed 
by the state of California. It also de- 
mands that anyone advertising as a con- 
tractor, no matter what the valuation 
of the job, must also be licensed. 

In spite of the continuing rapid growth 
in southern California, the cooperative 
efforts of the state and the various con- 
tractor associations has kept the prob- 
lem of non-licensed operators well un- 
der control. 


PRICES FOR DO-IT YOURSELF TRADE. Ad- 
vertised prices for the do-it-yourself 
market in the Chicago area has been 
taking up lots of lineage. Post-hole dig- 
gers, fence stretchers and other tools 
are offered on loan free of charge with 
purchases of materials.—11 Gauge, 36” 
x2” chain link mesh at 9lc—1l gauge, 
42”x2” mesh at 96c—9 gauge, 42”x2” 
mesh, $1.10-9 gauge, 48” x 2” mesh, 
$1.19. per lineal ft. These prices in- 
clude line post, top rail and fittings. 
Do not include terminal posts and gates. 
36” x 42” scroll top gates with fittings 
average $13.95 each. 

In wood, 8’ picket sections, 42” high, 
with 2x4 stringers and cedar posts, 
$4.72 and 8'x48” run $4.94 retail. Goth- 
ic pointed kiln dried cedar pickets 1”x3”, 
36” high to 48” high vary from 10c to 
15c each retail. Woven redwood 8’ sec- 
tions 4’ high at $1.95 per lineal ft. 
Redwood pickets 1”x3” from 36” to 
48” ranges from 16c to 27c each. 


STONE MOUNTAIN TO BE FENCED. A 
chain link fence will encircle the top of 
Stone Mountain, near Atlanta, Ga. to 
keep foolhardy climbers from killing 
themselves. The Stone Mountain Mem- 
orial Association has decided to erect 
a two-and-a-half mile peak girdling 
ence after a 19 year old service man 
fell while climbing the sheer faced 
rock monument. Georgia’s Governor, Er- 
nest Vandivere, has allocated a sum 
for the fence job according to Robert 
H. Brown, FI’s field reporter in Atlanta. 


FENCE INDUSTRY 


Items — Short and Pertinent... . 


A-l FENCE co. INC., Lexington, Ky., 
recently incorporated. Capital stock $10,- 
000. George F. Ftosch, Theodore G. 
Neckles and John C. Angelis to deal in 
fence and fence supplies. 


AAA FENCE & SUPPLY CO., 714 Equitable 
Bldg., Denver, Colo., recently incorpo- 
rated. 20,000 shares no par value. Da- 
vid G. Burlingame, Mark A. Radovich, 
Alvin L. and Alvin R. Brannan to deal 
in fences and materials. 


TELEVISION AGE recently carried an 
item on an electric fence in a farm area 
that interfered with local tv and radio 
reception. It seems that someone hung 
a wet shirt on the fence and it resulted 
in a near loss of the station owners 
shirt as sponsors complaints rolled in 
about bad reception. 


CHAIN LINK Versus woop. A circuit 
court jury recently awarded damages 
to both plaintiff and defendant resulting 
from a dispute over a fence. H. Ueh- 
lein of Milwaukee was sued by T. 
Resech of Milwaukee for striking her 
with a stick, and was awarded $350. 
for damages and medical expenses. Ueh- 
lein who charged the Resechs with 
pulling down his wire fence and erect- 
ing a wood fence on his property was 
awarded $50. 


EDWARD F. CABIC, 67, founder of the 
Old National Fence Co., of Rochester, 
N. Y. passed away on May 5th. In 
more recent years he served as sales 
manager of the Empire Fence Co., Roch- 
ester, N. Y. The Old National started by 
Mr. Cabic more than 45 years ago 
merged with the Rochester Fence & Pipe 
oe in 1935 and dissolved 13 years 
ater. 


FLORIDA FENCE REQUIREMENTS. Includ- 
ed in fourteen recent Brevard County 
bills on the Senate local calendar after 
passing the House is a bill which would: 
empower the County Commission to re- 
quire the fencing of all junkyards. 


REEVES FENCE CO. OF ORLANDO, was 
the low bidder on 572’ of chain link and 
3 double gates for the elevated water 
tanks on Seabreeze Blvd., and Thames 
Ave., Daytona Beach, Fla. Low bid was 
$1,467. Ralph Brennan, head of the 
Water & Sewer Dept. (Source). Bids 
were as follows: Sam Day, Builders Sup- 
ply, Deland, $1,580.—Cyclone Fence, 
Jacksonville, $1,650.—George P. Coyle, 
Jacksonville, $1,669.—Hurricane Fence, 
Daytona Beach, $2,518.—Sears, Roebuck 
& Co., Daytona Beach, $2,028. 


FORD FENCE CO., 6542 E. Westfield, 
Indianapolis 20, Ind., recently set up a 
fence ps that received good local 
newspaper publicity. Using chain link, 
wood picket, trellis, hurdle and other 
styles, Lee R. Ford managed to put 
together a display that is attracting both 
day and night business. 


FENCING SWIMMING POOLS. A halt to 
accidental drowning in public and pri- 
vate swimming pools in Florida coun- 
ties will eventuate if a bill requiring 
fencing of such pools should become 
law. Introduced by Rep. George O'Neill 
of Marion the bill had the full backing 
of officials of the state’s counties. 


— PAYABLE IN ADVANCE — 
CLASSIFIED Advertising Rates: $1.00 per 
line. Count 6 words to the line. Payment 
must accompany order. 


FOR SALE .. . chain link fence busi- 
ness—New York suburb. Established over 
10 years. Excellent opportunity for branch 
or independent operation. Owner will 
assist for several months if necessary. Box 
MJ-59-1. 

FOR SALE .. . chain link wire weav- 
ing machine. This machine is in new 
condition and guaranteed perfect. Also 
supervision available for complete gal- 
vanizing if needed. For details write Box 
JA-59-2. 

FOR SALE .. . northern white cedar 
posts and poles. Plain, select, lathe 
turned, sawed. White cedar lumber, 
panels, R.R. ties, blocks, etc. Custom de- 
signed cedar fencing and allied products 
made to your specs. Send sketch, quanti- 
ty and full details for estimate on reli- 
able materials, workmanship and service 
by Norcraft. To dealers only. The Mac 
Gillis & Gibbs Co., 4278 N. Teutonia 
Ave., Milwaukee 9, Wis. 


MANUFACTURERS AGENTS WANT- 
ED... to represent aluminum wire man- 
ufacturer of fence weaving wire, pre- 
formed fence ties, tie and utility wire in 
coils. Write full details to Box MJ-59-2. 


WANTED TO BUY ... chain link wire 
weaving machine. Please describe the 
condition of the machine, the work it 


will do and the price wanted. Write 
Box JL-59-1. 


BUY IT—SELL IT—TRADE IT—THROUGH 
A FENCE INDUSTRY CLASSIFIED AD 


Our Apologies Are In Order! 


An item carried on Page 35 of our 
April 1959 issue stated, “Cliff's Fence 
Company has changed its name to Com- 
anche Steel Products Co.” This was 
entirely in error and the Editors of Fence 
Industry extends its apologies to both of 
these fine firms for having caused them 
any embarrassment as a result of this 
notice. 

Cliff's Fence Co., 1721 Culebra Rd., 
San Antonio, Texas, is owned and oper- 
ated by Clifford Gallipo, a Comanche 
Steel Products Co., fence dealer. 

Comanche Steel Products Co., 305 W. 
Josephine St., San Antonio, Texas, is 
owned and operated by Stanley M. 
Joseph. The firm solely manufactures and 
distributes chain-link fencing, gates, fence 
tubing, porch columns, ornamental iron, 
merchant pipe and many other tubular 
products. 

Comanche has no installation equip- 
ment and sell only through dealers. They 
anticipate moving to a larger site on 
White Road within the next few months. 
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ALA—Proj. #1-P-3021, plans for construction 
of new water system at Scottsboro. Esti- 
mated cost $716,000. Harold Pierce, Chair- 
man, Water Works and Sewer Board. 

ARK—Proj. #PFL-V-3-99, plans for construc- 
tion of sewer and water system at Brad- 
ford, including improvements and extension 
of present water system. Est. $118,500. 
W. F. Mason, Mayor.—Proj. #PFL-V-3-83, 
plans for construction of new water sys- 
tem at Ratcliff, est., $72,000. B. B. Raysch, 
Mayor. 

CALIF—Proj. #PFL-VI-4-45, plans for construc- 
tion of parking facilities at the University 
of California campus at Berkeley. To ac- 
commodate 1495 cars. Est., $1,631,000. 
Robert M. Underhill, Secy.-Tres.—Proj. # PFL- 
VI-4-40, plans for construction sewer and 
water facilities at Earlimart. Est., $475,000. 
Walter K. McCormick, Secy., Earlimart Pub- 
lic Utility District.—Proj. #4-P-3349, plans 
for building elementary school at Imperial 
Beach, Est., $765,220. Godfrey G. Berry, 
Dist. Supt., South Bay Union School Dist., 
of San Diego.—Proj. # PFL-VI-4-46, plans for 
construction of parking facilities at Los 
Angeles campus, University of California to 
accommodate 1760 cars. Est., $1,985,000. 
Robert M. Underhill, Secy.-Tres.—Proj. # 4- 
P-3334, plans for construction of elementary 
school at Sausalito. Est. $755,500. Marcus 
F. Davis, Dist. Supt., Sausalito School Dis- 
trict. 

CONN—Proj. #6-P-3024, plans for construc- 
tion and improvement of treating plant 
and pumping station at Middletown. Est., 
$1,324,000. Harry T. Clew, Mayor.—HHFA- 
URA project approved for elimination slums 
etc., at Winsted. Includes building, housing 
etc. James J. Casey, First Selectman. 

FLA—Proj. #8-P-3055, plans for public works 
improvements at Cocoa. Est. $1,154,562. S. 
Gary Bennett, Jr., Mayor. Proj. #8-CH-22 
(D), plans for construction at the University 
of Florida at Gainesville, est., $4,814,500. 
W. Ellis Jones, Business Mgr.—Proj. 8-P- 
3054, plans for improvement to water 
facilities in Santa Rosa County. Est., $476,- 
410. Ray C. Holms, Clerk of the Circuit 
Court, Milton, Fla. 

GA—Proj. #9-CH-20 (D), plans for construc- 
tion to Morehouse College at Atlanta. Esti- 
mate $350,000. Benjamin E. Mays, Presi- 
dent. 

IDAHO—Proj. #10-CH-7 (D), plans for build- 
ing additions at the College of Idaho, Cald- 
well. Est., $120,000. Tom E. Shearer, Pres- 
ident.—Proj. #PFL-VI-10-48, plans to ac- 
quire and construct water facilities at Vil- 
lage of Mud Lake, est., $40,000. Mary 
Smith, Attorney, Rexburg, Idaho.—Proj. 
#10-P-30 plans for new county fair and 
rodeo grounds at Pocatello. Est. cost $1,- 
203,120. Emmette H. Spraker, Chairman, 
Board of County Commissioners. 

ILL—Proj. #£11-P-3067, plans for construction 
of sewage and plant treatment facilities 
at Belleville. Est. $3,050,000. J. J. Munie, 
Mayor.—Proj. #11-P-3073, plans for con- 
struction sewage and plant treatment fa- 
cilities at Village of Glen Carbon, est., 
$341,400. W. H. Helfer, Village, Pres.— 
Proj. 11-P-3057, plans for sewage plant 
and treatment works at Village of Manito, 
est., $302,000. Ernest A. Beebe, Pres., of 
Village Board.—Proj. #11-P-3061, plans for 
varied types of construction at Village of 
Opuawka, est., $200,000. Russell Manning, 
Pres. of the Village Board. 

KAS—Proj. #14CH-41 (H), plans for construc- 
tion at the Mercy Hospital in Fort Scott. 
Est., $560,000. plus $310,000. for new 
school building fos nurses. Sister M. Xavier 
Landers, RSM., Pres., Sisters of Mercy of 
Fort Scott.—Proj. #14-P-3013, plans for ad- 
ditions to sewage disposal plant at City 
of Fort Scott. Est., $246,000. Albert Price, 
Commr. of Streets and Public Utilities. — 
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AWARDS 
PROJECTS 
PROPOSALS 


The information appearing in this issue 
concerning, awards, projects and propo- 
sals were selected from hundreds of 
releases by FI editors as having possible 
interest for our readers. 

Listings do not imply specific fence 
business unless it is so indicated. 

In order that further information ma 
be obtained by interested readers, pow 4 
award, project or proposal, lists the re- 
ference numbers and the names and ad- 
dresses of individuals and offices where 
additional information may be obtained. 


Proj. #14-CH-37 (S), plans for construction 
of student union bldg. etc., at Sterling. 
Est., $264,200. William M. McCreery, Pres- 
ident.—Contract awarded to Weidman In- 
dustries, Inc., Baxter Springs, Kas., for 
construction parking area, etc. at Geo. 
Washington Carver National Monument visi- 
tor center. 

KY—Proj. #15-CH-32 (D), plans for construc- 
tion of housing at Western State College, 
Bowling Green. Est. $625,000. Dr. Keelly 
Thompson, President.—Proj. #15-CH-31-(D), 
plans for construction of housing facilities 
at Morehead State College, Morehead. Est., 
$800,000. Dr. Adron Doran, President.—Proj. 
# 15-P-3023, plans for construction sanitary 
system, etc., at Owingsville, est., $300,000. 
A. J. Denton, Mayor. 

LA—Proj. #16-P-3049, plans for construction 
of water facilities at Town of Mansura. 
Est., $110,000. Kirby A. Roy, Jr., Mayor.— 
Proj. 16-P-3047, construction of sewage 
and water facilities at Sterlington. Est., 
$190,000. Lee B. Stall, Chairman, Sewage 
Dist. No. 1. 

MASS—Proj. #19-P-3044, plans for construc- 
tion of high school approved for Attleboro, 
Mass. Est., $3,020,000. Cyril K. Prennen, 
Mayor.—Proj. #19-P-3037, planning con- 
struction new elementary school at Chico- 
pee. Est., $950,000. John L. Fitzpatrick, 
Supt. of Schools.—Proj. # 19-CH-40 (D) con- 
struction planned at Wheaton College, City 


of Norton, est., $551,000. A Howard 
Meneely, President.—Proj. #19-P-3045, 
plans for construction and addition to 


junior high school at Southwick. Est., $1,- 
315,000. Roland C. Weeks, Superintendent 
of Schools. 

MICH—Proj. #20-CH-40 (H), plans housing 
construction for interns, etc., at Butterworth 
Hospital, Grand Rapids. Est., $350,000. Ar- 
kell B. Cook, Executive Director.—Proj. 
# 20-P-3027, plans construction storm drains 
to serve Roseville, etc. Est., $2,106,980. 
John H. Yoe, Legal Counsel, 2878 National 
Bank Bldg., Detroit 26. 

MISS—Proj. # 22-CH-21 (S), plans for construc- 
tion at Mississippi College, Clinton. Est., 
$650,000. Dr. R. A. McLemore, President. 
—Proj. #22-P-3015, plans for construction 


sewage system and treatment plant at 
Corinth. Est., $379,500. C. H. Harris, City 
Clerk. 


MO—Proj. PFL-V-23-103, plans to build com- 
plete water system and municipal building 
at Holcomb. Will include fire house, jail 
and city hall, etc. Buren Napper, Mayor. 
—Urban Renewal Project, execution of 
“Douglass School Area No. 1” recently ap- 
proved. Est. $2,349,631. Dowell Naylor Jr., 
Exec. Dir., Redevelopment Authority, Room 
16, Columbia, Mo. 


MONT—Proj. #24-P-3076, planning method 
to alleviate traffic congestion in City of 
Billings. Grade Crossings and underpasses 
involved as well as railroad sidings. Earle 
Knight, Mayor. 

NEB—Proj. #25-CH-21 (D), building construc- 
tion at Dana College, town of Blair. Est. 
$496,000. C. C. Madsen, President. 

N.H.—Proj #27-P-3019, plans construction 
saitary facilities two sections of city of La- 
conia, est., $3,085,760. Bernard L. Boutin, 
Mayor. 

N.J.—Awards by Port of N. Y. Authority 1,- 
900’ of wharf at Port Newark to Horn 
Constr. Co., 2174 Hewlett Ave., Merrick, 
L.I., N.Y. ($1,778,800). Added work in est. 
$4,000,000. contract will include paved 
and parking areas for distribution buildings. 
Port of NY Authority, 111 8th Ave., N. Y. 

N.Y.—Proj. 30-P-3035, plans construction sew- 
age treatment plant for the Village of 
Canastota. Est., $535,980. Wallace W. 
Sharpe, Mayor—Proj. #30-CH-101  (D), 
building construction planned for Fordham 
University, New York City. Est., $1,250,000. 
Rev. William J. Mulcahy, S. J., Vice Pres., 
Business and Finance.—Proj. #30-P-3040, 
plans for construction sewage treatment 
plant and other items, at Village of Go- 
shen. Est., $155,000. Walter G. Brown, 
Mayor.—Proj. #30-P-3037, plans for con- 
struction sewage treatment plant etc. Est., 
803,500. Ira A. Smith, Town Supervisor, 
Owego, N. Y.—Proj. #30-P-3039, plans for 
construction etc. water facilities at Troy. 
Est., $7,950,000. John J. Purcell, Mayor. 

N.C.—Proj. #31-P-3017, plans for varied im- 
provements and construction at Roberson- 
ville. Est., $195,580. Henry S. Everett, 
Mayor. 

OHIO—Proj. #33-CH-86 (D), plans for con- 
struction at Muskingum College, New Con- 
cord. Est., $915,000. Glenn L. McGonagha, 
Administrative V.P.—Proj. #33-P-3057, 
plan for construction sewage system etc., at 
Mineral Ridge. Est., $645,800. Omar N. 
Cochran, Trumbull County Sanitary Engineer. 

PA—Proj. #36-P-3186, plans for construction 
sanitary system in Pleasant Township. Est., 
$358,300. Rex Confer, Board of Supervis- 
ors, Warren, Pa.—Proj. #36-P-3165, plans 
for construction sanitary system etc., at 
Red Lion. Est., $1,807,000. N. Norman 
Fishel, Burgess.—Proj. #36-CH-98 (D) plans 
for construction to University of Pennsyl- 
vania, Philadelphia. Est. $1,551,700. Harry 
R. Pemberton, Financial V.P.—Proj. #36-P- 
3170, plans for construction sanitary and 
sewage system at Montrose. Est., $675,000. 
Eldred Hinds, Pres., Montrose Borough 
Council.—Proj. #36-P-3168, additions and 
improvements to sanitary system etc., at 
Coudersport. Est., $1,500,000. John W. Ma- 
haley, Coudersport Borough Authority. Proj- 
ect—plans financing 40 units housing at 
Bethlehem under Section 221 FHA. Earl E. 
Schaffer, Mayor. 

R.I.—Proj. #£37-CH-8 (D), plans for construc- 
tion at Bryant College Of Business Admin- 


istration, Providence. Est., $874,000. E. 
Gardner Jacobs, Vice President. 
$.D.—Proj. #39-CH-21 (D), plans for con- 


struction at Northern State Teachers Col- 
lege, Aberdeen. Est., $280,000. J. Howard 
Kramer, President. 

TEXAS—Proj. #41-P-3064, plans construction 
new water facilities at Haltom City. Est. 
$3,000,000. Burton Trice, Haltom City Wa- 
ter Authority.—Proj. #41-P-3066, plans for 
construction sanitary plant and sewage sys 
tem at Kennedale. Est., $262,000. Norman 
T. Childres, Mayor.—Proj. # PFL-V-41-122, to 
construct waterworks system at Sunnyvale. 
Will include ground storage area etc. Joe 
Callahan, Mayor. 


Continued on Page 32 
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(HANGED YOUR ADDRESS LATELY! 


We have recently been notified by the P.O. and 
other sources concerning the changes of address of 


the firms listed on this page. If you deal with any of 
these companies it may be convenient for you to note 
the corrected addresses listed here. 


MULCAHY LUMBER CO., Box 2431, Tucson, 
Ariz. 

GAGLE IRON WORKS, 
Fort Smith, Ark. 

INSCO BUILDING SPECIALTIES, 2529 Castro 
Valley Blvd., Castro Valley, Calif. 

ALAMO FENCE CO., 22360 Santa Paula, Mon- 
te Vista Sta., Cupertino, Calif., from San 
Bernardino. 

BUILDERS & CONSUMERS LUMBER, Rte. 1 Box 
213, Grass Valley, Calif. 

DUNHAM ROSSO LANDSCAPING CO., P. O. 
111, Lafayette, Calif. 

CLARK & GORIAN INC., 8823 Beverly Blvd., 
Los Angeles 48, Calif. 

COWLEY ORNAMENTAL IRON, 5524 Sher- 
bourne Dr., Los Angeles 56, Calif. 

SUPREME FENCE CO., 425 S. Vermont, Los 
Angeles 5, Calif. 

CIRCLE METAL MFG. CO., 3016 Via Campo, 
Montebello, Calif., from Los Angeles. 

RW G LUMBER CO., 115 S. Drexel, National 
City, Calif. 

CYCLONE FENCE DEPT., Box 57, Oakland, 
Calif., from San Francisco. 

O'NEILL LUMBER CO., Box 68, Redwood City, 
Calif., from San Carlos. 

WM. H. MCKINNEY & SONS, 427 S. 29th St., 
Richmond, Calif., from El Cerrito. 

MODERN ROOF & FENCE CO., 3607 Mari- 
etta, Riverside, Calif. 

COAST MOULDING FENCE CO., 5840 Wal- 
lace Ave., Sacramento, Calif., from Santa 
Clara. 

ROYCE F. MCCREARY, 3191 Orthello Way, 
Santa Clara, Calif., from Salinas. 

FELTON LUMBER YARD, 3 Ramon Circle, Sa- 
linas, Calif., from Santa Cruz. 

ALLEN & SON, INC., Box 250, San Ber- 
nardino, Calif. 

S. W. ABOT DIV., 501 Industrial Road, San 
Carlos, Calif. 

STOCKTON FENCE & MATERIAL CO., 1842 
S. Tuxedo, Stockton 4, Calif. 

ACKLEY BUILDERS SUPPLY, 506 Turner, Brush, 
Colo. 

SCHROLLCRAFT, INC., 3771 S. Kalamath, En- 
glewood, Colo., from Denver. 

DROZEN LUMBER CO., 85 Washington Ave., 
North Haven, Conn., from New Haven. 
AMCO STEEL FENCE CO., 2154 N.W. 24th 

Ave., Miami 42, Fla. 

F. C. FEISE CO., 223 Fern St., West Palm 
Beach, Fla. 

BOISE BUILDERS SUPPLY CO., 6909 Fairview 
Ave., Boise, Idaho. 

CAIN LUMBER CO., % Bethalto Lumber Co., 
Bethalto, Ill., from Brighton. 

7 BAUER, 1948 W. Henderson, Chicago 

3, Il. 

E. H. E. FENCES, 4300 Marine Dr., Dept., 1202, 
Chicago, Ill. 

DECATUR BUILDERS SUPPLY CO., Lock Box 
748, Decatur, Ill. 

WOARE BUILDERS SUPPLY CO., Lock Box 1027, 
Decatur, Ill. 


1700 Towson Ave., 
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GALLOWAY-GEHLE LUMBER CO., 100 N. Ma- 
coupia, Gillespie, Ill. 

ILL. TOLL HIGHWAY COMM., 22nd & Mid- 
west Road, Hinsdale, Ill. 

A. C. JOHNSON & SON, 
Joliet, Ill. 

COY LUMBER CO., 133 E. Cook Ave., Liberty- 
ville, Ill, from Lake Forest. 

SWISS FENCE CO., 545 S. Oak Park Ave., 
Oak Park, Ill, from Chicago. 

MCKINNEY IRON CO., 210 W.. Ellsworth, 
Columbia City, Ind., from South Bend. 
CUMBERLAND LUMBER CO., P.O. Box 29186, 

Cumberland 29, Ind. 

WILKINSON LUMBER CO., P.O. Box 72, Ja- 
sonville, Ind. 

GISH LUMBER CO. INC., 
South Bend 28, Ind. 
WOOD-RINGSTAFF LUMBER CO., P.O. Box 37, 

Cherryvale, Kas. 

CAPITAL CITY LUMBER CO., 2318 W. 20th 
St., Topeka, Kas. 

NIELSEN MACHINERY & SUPPLY CO., 550 W. 
4th St., Lexington, Ky. 

GEORGE GRIMES, INC., West Friendship, Md., 
from Baltimore. 

FLOUR CITY ORNAMENTAL IRON CO., and 
New Century Kraftsmen Co., 620 Commer- 
cial Ave., Boston, Mass. 

CO-OP MODERNISING & SUPPLY CO., 1022 
N. Main, Fall River, Mass. 

M. D. KENNEDY WINDOW CO., 1885 Acush- 
net, Ave., New Bedford, Mass. 

JOHN F. MICHAUD, 15 Hampden St., Spring- 
field 3, Mass. 

TROY PRODUCTS CO., 2656 W. 11 Mile Rd., 
Berkeley, Mich., from Oak Park. 

CADILLAC ORNAMENTAL IRON WORKS, 
10901 Harper, Detroit 13, Mich. 

SMITH TREE SERVICE, R.+1, Box 387A, Lans- 
ing, Mich. 

SHOCK-RITE ELECTRIC FENCER, INC., 
Quincy, N.E., Minneapolis 13, Minn. 

DRAYCO GARDEN, FARM & PATIO SUPPLY 
CO., 9404 E. 65th Terrace, Blue Springs, Mo. 

BETZ IRON WORKS CO., 2509 S. 3rd, St. 
Louis 4, Mo. 

E. C. ROBINSON LUMBER CO., 4160 Laclede 
Ave., St. Louis 8, Mo., from Allendale. 

FLORIDA WELDING SERVICE, 106 N. Madison, 
Margate, N.J., from Atlantic City. 


INC., Box 931, 


23740 Ardmore, 


1330 


COLORADO LUMBER CO., Box 1738, Albu- 
querque, N.M., from Mancos, Colo. 

R. S. FRANKLIN, 73-56 136th St., Flushing 
67, N. Y. 

HUDSON HOME ENGINEERS, Rt. 5, Box 237, 
Kingston, N.Y. 

MCBRAYER GARDEN GATE NURSERY, 3724 
Chapel Hill Rd., Durham, N.C. 

FEDERAL FOUNDRY SUPPLY DIV., 
110th St., Cleveland, Ohio. 

ARBENZ-SCHAEFER CO., 803 Oxford St., Wor- 
thington, Ohio, from Columbus. 

ATLAS FENCE & AWNING CO., 320 Hamilton 
Ave., Dewey, Okla., from Bartlesville. 

ALLIED FENCE CO., 4025 N. May St., Okla- 
homa City, Okla. 

MET-L-WINDOW PDTS. CO., 17 N.E. 29th St., 
Oklahoma City, Okla. 

GENERAL CONSTRUCTION CO., 
Ave., Beaver Falls, Pa. 

S & D HOME IMPROVEMENT CO., 3300 Mar- 
ket St., Camp Hill, Pa., from Harrisburg. 

J. H. DEVITT HARDWARE, Box 751, Coates- 
ville, Pa., from Upper Darby. 
CHESTNUT HILL LUMBER CO., 203 Preston 
Rd., Flourtown, Pa., from Erdenheim. 
VITO WELDING & FABRICATING CO., 344 
W. 14th St., Hazleton, Pa., from Tamaqua. 
ANTHONY LUCIDI, 2829 E. Monmouth, Phil- 
adelphia 34, Pa. 

ROSE IRON WORKS, INC., P.O. Box 1502, 
Uniontown, Pa. 

D. GOLDBERG & SONS, P.O. Box 1711, Un- 
iontown, Pa. 

NARRAGANSETT IRON WORKS, 1101 Atwood 
Ave., Johnston, R.I., from Providence. 

CYCLONE FENCE DEPT., 2004 June Drive, 
Nashville 14, Tenn. 

MCMURRAY STRUCTURAL STEEL CO., Box 
5551, Nashville 8, Tenn. 

COVINGTON ALUMINUM FOUNDRY, 4085 
Airway, Memphis, Tenn. 

CHAMPION FENCE CO., Rte. 
Humble, Texas. 


DON’T MISS OUT BEING 

LISTED IN THE 1959 FENCE 

INDUSTRY DIRECTORY ISSUE. SEND 

YOUR LATEST CATALOG OR PRODUCTS LIST 


2191 W. 


1509 7th 


2, Box 567, 


3 ft. Length . 
3% ft.” wes 
ee 
| ae 
ee 


— For Prompt Service — 


Phone « 


Hot Dipped Galvanized carson 


TENSION BARS 


Size 3/16” x 5/8”—In lengths ranging from 3 to 6 ft. 
Now priced for immediate sales in any quantity. 


. 18 
21¢ 
. 24¢ 
i 31¢ ° ee e 
36¢ 


Whitehall 9-2728 -« 


QUAID Wholesale Fence Co. 


3131 Franklin Ave., New Orleans 22, La. 


GH 


OUR NEW 
1959 


CATALOG 
AVAILABLE FREE 


Lists products, prices, 
sizes, weights, and is 
illustrated throughout. 


COLLECT! 


Or Circle BUYERS SERVICE CARD No. 19 


JULY 1959 31 


e x eS 
Rar. AN AO cs i 
wy . eB i 
_ Pp 
“IK 
TS 
Pe 
: paerpsenserannnnentesnesnneeenemenemmmeaan 
| 
ee 
Po PC 
eee.) a le 
Oe a el I ee 


Gateway to 
Extra Profits... & 


wen 
— eee 


DUBOIS WOOD FENCES! 


Now Dubois GUARANTEES in writing 
the popular Close Woven (above) and 
Cleft fences for 20 years against failure 
from rot and termites. 

Complete line includes 
Locust, Chestnut & Cypress 

Post-&-Rail — Basketweave — 
Herringbone — new Suburban Picket 
— many others; priced to meet popular 
demand. Full line Penta-Protected; Year- 
Round supply assured. 

Write for catalog & dealer information 


FENCE & GARDEN Co., Inc 
a SINCE 1901 
. 342 Madison Ave., NYC 


Or Circle BUYERS SERVICE CARD No. 56 


COMPLETE SUPPLIES 
and EQUIPMENT for 
the RUSTIC FENCE maker 
AUGER BITS 
PICKET POINTERS 
POST AND RAIL PEELERS 


POINTING AND DOWEL HEADS 
GATE HARDWARE AND FITTINGS 


You can depend on Runkles’ for 
the best products and prompt service. 


W. G. RUNKLES’ 
MACHINERY COMPANY 
185 Oakland St. Trenton 8, N. J. 


Or Circle BUYERS SERVICE CARD No. 40 


WE HAVE THE PRICE! 


CEDAR 
HARDWARE 


All metal galvanized 
COMPLETE SET FOR 


SCREEN GATES—only $5.50 


SCREW HINGES 
* LATCH HANDLES * 
KEEPER—STRIKER 
WE ALSO HAVE 


RAIL GATE HOOPS 


PRICES ON REQUEST 


Reliable Fence Co. 
Washington St., Norwell, Mass. 


Or Circle BUYERS SERVICE CARD No. 54 
—YOUR CHANGE OF ADDRESS IS IMPORTANT 


—To insure delivery of Fence industry keep 
us posted prior to change of address PLEASE! 
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MORE ON 
PAGES 28-29 


NEWS ITEMS 


H & A SPECIALTY cO., 2405 W. Mc- 
Nichols Avenue, Detroit 21, Mich., are 
marketing a basket weave fence which 
according to Walter H. Arnold, sales 
manager, is meeting the approval of both 
the general public and Detroit area 
fence contractors. The fence is assem- 
bled at the factory in Mio, Michigan, 
and comes ready to erect as a_pack- 
aged unit. Doweled and _ stapled for 
greater strength, the newly-introduced 
basket weave fence is dipped instead 
of sprayed for better stain coverage 
and longer life, according to Mr. Arnold. 


BELLON FIBERCRAFT CO., 17139 West 
McNichols, Detroit 35, Mich., have add- 
ed a new line, Thorolyte Fiberglass pan- 
els for distribution in Michigan, Ohio, 
Indiana and Western Ontario, according 
to Mike Bellon, vice-president of the 
firm. Purchases are made direct from 
the factory at Santa Monica, Calif. 


TOMBSTONE FENCE. One of the strang- 
est fences in Maryland was erected by 
a Baptist congregation which recently 
took over an old stone church in Har- 
ford County. Using broken and fallen 
tombstones found on the grounds, mem- 
bers set them up in fence-like rows 
along a road. Some of the grave markers 
are more than 150 years old. Evidently 
the deceased owners of the tombstones 
are pleased with their unique use, since 
no member of the congregation has re- 
ported having been haunted by irate 
spirits. 

SWIMMING POOL ORDINANCE. Daytona 
Beach, Florida, Highlands Civic Asso- 
ciation recently voted to request city 
officials to demand fencing of all swim- 
ming pools for safety purposes as swim- 
ming pools are mushrooming in the 
area. The chance for passage appears 
certain. 


HIGH STRENGTH ALUMINUM 


LINE POST TOP 


1%" x 14%” —300 To A Sack 


300 or more @ $14.00 per c. 
600 or more @ $13.50 per c. 
1200 or more @ $13.00 per c. 


Phone WHitehall 9-2728 — COLLECT 
For Prompt Service 


QUAID Wholesale Fence (Co. 


3131 Franklin Ave., New Orleans 22, La. 


Or Circle BUYERS SERVICE CARD No. 57 


UTE 


REO. VU. 6. PAT. OFF. 


NOTCHES CLEAN 
NO FINISHING 
NO DEFORMATION 


Standard ARC-FIT in hand or 
power press shears contours 
for “T” joints for ¥2" to 2” 
pipe or tubing with easily 
interchanged dies. 


Special ARC-FITS for larger 
sizes, angles other than 90°, 
slotting or notch- Standard Q 
ing square pipes, ol 


angle iron or flat — ry 
stock. 


Send for Descriptive Literature 


VOGE 


TOOL & DIE CORPORATION 
1825 N. 32nd AVE - MELROSE PARK, HLL 


Or Circle BUYERS SERVICE CARD No. 51 
AWARDS PROJECTS ETC. Cont'd. From Pg. 30 


TENN—Proj. #40-P-3-20, plans for construc 
tion natural gas facilities etc., at Livingston. 
Est., $413,800. Dwain |. Peterman, Mayor. 

VT—Proj. #43-CH-9 (S), plans for construc 
tion of building etc., at Middlebury Col- 
lege, Middlebury. Est., $850,000. Carroll 
Rickert, Jr., Business Mgr.—Proj. 3 43-CH- 
10 (D), plans to construct at St. Michael’s 
College, Winooski. Est., $685,000. Very 
Reverend Gerald E. Dupont, Pres. 

VA—Award, by Dept. of Interior, Natn‘l Park 
Service to Moore Bros. Co., Verona, Va. 
of $583,363 for construction of two bridges 
and approach roads to Skyline Drive Inter 
sect. 

WASH—Proj. # 45-P-3056, plans for construc 
tion at Western Washington College of 
Education at Bellingham. Est., $1,553,400. 
W. W. Haggard, President.—Proj. # 5-43, 
to erect safety screens Columbia Basin 
Project, Washington. U. S. Dept. Interior, 
Project Manager, Ephrata to issue invita 
tions. 

WIS—Proj. #47-CH-47 (D), student building 
construction at Wisconsin State Teacher's 
College, La Crosse. Est., $3,000,000. Eu- 
gene R. McPhee, Secy-Tres., Wisconsin 


State Colleges Bldg. Corp., Madison, Wis. 


FENCE INDUSTRY 
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BUYERS’ SERVICE CARD USE 
FREE and prompt information available fo THROUGH 
all readers concerning any product or service AUGUST 
appearing in this issue. 1959 
—WE PAY THE POSTAGE— ONtY 


Corresponding numerals appear under advertisements and product editorials. 
3 a 5 6 7 8 9 10 W 12 3 


City and Zone 
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FIRST CLASS 
PERMIT NO. 50776 
CHICAGO, ILL. 


BUSINESS REPLY CARD a 


No postage stamp necessary if mailed in the United States 


Postage will be paid by 


FENCE INDUSTRY 
127 N. Dearborn Street, 
Chicago 2, Illinois 


Buyer Service 
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Fence Contractors 


Prefer CAMERON 
TENSION BARS 


BECAUSE OF THESE + 


CHARACTERISTICS 
* 

e LIGHTWEIGHT 
TO SAVE 
SHIPPING COSTS 3 
Yet as strong 


edgewise as 


conventional 
flat bars. 


* 
e REINFORCED 
BEAD PATENT PENDING 


ADDS REQUIRED STRENGTH WITH LESS WEIGHT. 


YOU CAN GO A LONG WAY ON BUILDING PROFITS 
AND YOU CAN KEEP YOUR CUSTOMERS SATISFIED 
WITH ALL PRECISION MADE CAMERON FITTINGS. 


Cameron Fence Fittings 


' it ue), 
DISTINGUISHING — MT] | Lig 


5 7545 Russell Street —Tel. TR—14200— Detroit 11, Mich. 
WRITE FOR LITERATURE AND PRICES 
16 


Or Circle BUYERS SERVICE CARD No. 34 
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The name “LINCRAFT” stands alone in the field 
for Quality of Woods . . for fine craftsmanship . . 
for variety to please the most discriminating taste. 


GUARANTEED QUALITY AND SERVICE 


Dealerships available — Write for details 


MANUFACTURERS OF QUALITY FENCES 
FOR OVER 40 YEARS 


rat al 


Lincraff, Inc. — 401 N. Broad St. Burlington, N.J. 


Or Circle BUYERS SERVICE CARD No. 16 


ABOVE — Unloading unit from pickup truck to drill boundary fence 
holes in rock on Massachusetts Turnpike. 


| You, Too, Can Make More Profits with the Amazing Pinazza Rock Drill 


Other fencing companies are saving money because the Pinazza P70... 
. . Costs Less to Buy 
... Costs Less to Operate 
. . Costs Less to Maintain 
. .. Is More Easily Transported 
. . Does Drilling Jobs Better 


Complete this coupon and let us prove our claims to you. 


PITNAM INDUSTRIAL PRODUCTS COMPANY 
261 Madison Avenue, New York 16, N. Y. 
Telephone: MUrray Hill 2-8682 


(CD Please send literature [) Please supply names of other 
fencing companies using the Pinazza P.70 [j Call to arrange 
an appointment to demonstrate your drill to us. 


Company 
Address 


BELOW — Set consists of drilling hammer, flexible shaft and gasoline 
engine with direct-coupled blower. This picture shows drilling of 3-inch 
| holes in concrete for parking meters. 


Or Circle BUYERS SERVICE CARD No. 50 
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Bergandi has developed a new model chain link fence weaving 
machine that weaves faster than ever before with complete “worry- 
free” automation. Weaving at a rate of 2,400 sq. ft. per hour it will 
produce a 50 ft. roll of fabric 6 ft. high in 7!2 minutes. New advances 
in engineering have solved the problem of misweave and resulting 
wire entanglements . . . with a Bergandi, vow can have consistent 
non-stop production all day and keep a bigger margin of profits. 
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